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Twenty-Sixth Annual Financial Statement 


Year Ending December 31, 1925 








ASSETS 
Bonds and Stocks Owned 


(Principally Government, State, County, and 
; Municipal Bonds) 


$ 7,591,833.42 


Real Estate Loans, First Mortgages 5,438,559.72 


(Mainly loans on moderate-sized farms occu- 
pied by owners) 


Cash in Banks and Offices 
($660,755.52 at Interest) 


820,698.56 


Real Estate Owned 823,210.10 


(Home Office Building) 


Loans on Bonds and Stocks 

342,659.49 
81,124.95 
163,613.91 


Net Unpaid and Deferred Premiums 
Policy Loans 


Interest Accrued and Unpaid 
(Overdue, only $1,584.77) 


TOTAL ASSETS $15,276,325.15 


LIABILITIES 


Legal Reserve, Life Insurance Policies 
(American Experience 34%, Standard and Sub- 
Standard 344%) 
Legal Reserve, Disability Policies. . 
Contingent Reserve ................. 
(Mainly to cover increased Disability Claims 
account advancing age of Policyholders) 
Reserve for Epidemics ' 
(To cover excess mortality or disability by 
reason of general epidemics) 
Gross Premiums Paid in Advance 
Taxes Accrued, but Not Due.............. 
(Payable in 1926 on 1925 business) 
Due to Agents on Bonds, Deposits, Etc. ... 
(Mainly a Savings Fund) 
Policy Claims in Process of Payment and 
Adjustment 
All Other Items 


Liabilities Other Than Capital and Surplus. $12,302,504.24 
Capital and Surplus 2,973,820.91 


(Margin of safety to Policyholders over all 
liabilities) 


$ 6,970,660.77 


199,280.87 
2,874,849.19 


1,000,000.00 


386,495.62 
302,983.12 


419,184.88 


108,121.04 
40,928.75 


TOTAL LIABILITIES $15,276,325.15 





Total Claims Paid 26 Y ears Ending December 31,1925 $ 45,599,665.53 


Total Life Insurance in Force December, 31, 1925 


$/88,801,729.00 





















































A Policy to meet every 
Life Insurance Need 


Great Financial and 
Commercial Leaders 
Direct Missouri State Life 


HE Board of Directors, elected by the Missouri 
State Life on March 10th, following the acquisi- 
tion by Caldwell & Co., Nashville, Tennessee, of a sub- 
stantial interest in the Company, includes some of the 
strongest business leaders of the nation, men who are 
prominently identified with great outstanding financial 


and commercial institutions. 


Following is a list show- 


ing the personnel and business connections of the men 


composing the Board: 


L. W. BALDWIN 
St. Louis 
President, Missouri Pacific Rail- 
road Company 


W. S. BRANSFORD 
Nashville 
Capitalist 
Director, Fourth and First Nat'l 
Bank 


JAMES E. CALDWELL 
Nashville 
President Fourth and First Nat’! 
Bank 
Chairman Board, Cumberland Tel- 
ephone and Telegraph Company 


ROGERS CALDWELL 
Nashville 
President, Caldwell & Company 
President, Bank of Tennessee 


W. FRANK CARTER 
St. Louis 
Carter, Nortoni & Jones, Attorneys 
Director, National Bank of Com- 
merce in St. Louis 


WHITEFORD R. COLE 
Nashville 
President, Louisville & Nashville 
Railroad Company 
President Board of Trustees, Van- 
derbilt University 


PAUL M. DAVIS 
Nashville 
Vice-President, American Nat'l 
Bank 
Chairman Board of Directors, 
Tennessee Central Railroad 
Company 


THEOBALD FELSS 
Cincinnati 
President, Felss Flour Milling 
Company 


E. D. NIMS 
St. Louis 
President, Southwestern Bell Tele- 
phone Company 


M. E. SINGLETON 
St.Louis 


President 


J. SHEPPARD SMITH 
St. Louis 
President, Mississippi Valley 
Trust Co. 


HILLSMAN TAYLOR 
St. Louis 
Vice-President 


F. O. WATTS 
St. Louis 
President, First National Bank 





A Great Company Daily Growing Greater 





Missouri State Lire INSURANCE Co. 


HOME OFFICE, ST. LOUIS 


M. E. SINGLETON, President 
ACCIDENT - 


LIFE 








HEALTH 
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PRUDENTIAL MEETING 
WAS HELD AT NEWARK | 


Great Four-Day Conference Draws 
Men from Every Impor- 
tant City 


GREETING FROM DUFFIELD 


President Tells Visitors 1925, Golden 
Anniversary Year, Was Best in 
Company’s History 





NEWARK, April i14—The 1926 
business meeting and four-day confer- 
ence of the Prudential opened here yes- 
terday with more than 500 delegates 
present at the home offices. Almost 
every sizeable city of this country and 
Canada was represented by district 
superintendents, ordinary agency man- 
agers, special inspectors or mortgage 
loan correspondents. 

The conference opened yesterday 
morning with a general meeting: of all 
delegates in the assembly hall of the 
north building, where they were offi- 
cially welcomed and later addressed by 
President Edward D. Duffield and his 
associate executives. After a luncheon 
served in the dining-room of the north 
building, a reception was held for the 
visitors by President Duffield and other 
oaeure officers in their respective of- 
ices, 


Hold Conferences Annually 


In his opening address of welcome to 
the delegates, President Duffield an- 
nounced that in the future the company 
will follow a new policy of holding 
these conferences annually instead of 
every two years. He reviewed the 
Prudential’s remarkable achievements in 
1925, which was the company’s golden 
anniversary year and the most success- 
ful in its entire 50 years’ history. He 
pointed out that time had vindicated the 
policy of combining the industrial and 
ordinary agencies, which had worked to- 
gether in the closest harmony and co- 
operation. As a result of this policy 
the ordinary agencies had not only 
grown in size and numbers but in qual- 
ity and character. In 1925 over 600 


agents wrote $50,000 or more of busi- 
ness, 





Surpass Own Records 


The Prudential glories in its past, said 
President Duffield, but in the future it 
wants to surpass its own records. He 
stated that 1926 will be known as the 
foundation year of the second half cen- 
tury of the Prudential’s history. The 
watchword of the year will be to lay 
sound and true foundations on which to 
build the towering structure of the fu- 
ture. He urged all present to make a 
special effort to effect the three follow- 
ing improvements during the year: 


Increase in Efficiency 


First, there should be increased effi- 
ciency in both home offices and field 
force. No one should sit back and be 
satisfied with past results. Every one 

(CONTINUED ON PAGE 26) | 





| INTEREST aN MEETING 


WORKING HARD FOR CROCKER 


Insurance Men Strong in Support Can- 
didacy of John Hancock 
Mutual’s President 


WASHINGTON, April 14.— Much 
interest is being taken in the forthcom- 
ing annual meeting of the United States 
Chamber of Commerce May 11-13. As 
a director representing the insurance 
division, James S. Kemper of Chicago, 
president of the Lumbermen’s Mutual 
Casualty and head of a large mutual fire 
syndicate, is up for reelection. He has 
the strong support of his confrere, 
President Harry A. Smith of the Na- 
tional Fire of Hartford. Seemingly the 
class fight between stock and mutual in- 
terests in the work of the chamber has 
died. Mr. Smith and Mr. Kemper have 
worked in the utmost harmony along 
constructive lines. The stock men who 
have been active in the insurance divi- 
sion favor Mr. Kemper because of his 
record. 


Interest in Crocker Candidacy 


Interest is attached to the candidacy 
of President Walton L. Crocker of the 
John Hancock Mutual Life of Boston, 
backed by the Boston chamber. He is 
a candidate from the first election dis- 
trict. His chief opponent is C. H. Ten- 
ney, president of the Springfield, Mass., 
Gas Light Company and affliated with 
a score of public utility enterprises. 
Last year Stanley H. Bullard of Bridge- 
port, Conn., defeated Mr. Crocker... In- 
surance men hope Mr. Crocker will win 
this year. 

Many Insurance Men 


Other candidates for director having 
insurance affiliations are Orange M. 
Clark of Portland, Ore., president of the 
Oregon Surety & Casualty; F. J. Haynes 
of Detroit, vice-president Detroit Na- 
tional Fire; Frank D. Jackson of Tampa, 
Fila., president Victory National Life; 
Henry D. Sharpe of Providence, R. L, 
president Puritan Life. 

The meeting of the insurance section 
will be held May 11. There are two 
important reports to be presented. One 
will be on compulsory automobile in- 
surance which will be given by James S. 
Kemper, chairman of the subcommittee 
that drafted it. The other is the report 
on the registration of vital statistics to 
be presented by General Counsel Lin- 


| coln of the Metropolitan Life. 


Oppose Compulsory Plan 


The automobile report is a forceful 
one and opposes compulsory insurance. 

The United States Chamber is anxious 
to have all sections functioning 100 per- 
cent in registration of vital statistics. 
Now 80 percent of the deaths and 75 
percent of the births are registered. 

Another big subject to come before 
the insprance division at the afternoon 
session is the supervision and regulation 
of insurance. Two outstanding addresses 
will be given on this subject, one by In- 
surance Commissioner Stacey W. Wade 
of North Carolina and the other by 
President J. B. Reynolds of the Kansas 
City Life, former actuary of the Mis- 
souri department. 

The fire waste awards recently decided 
in the interchamber fire waste contest 








ANALYZE LEGISLATION 


ENACTMENTS SET LOW MARK 


Association of Life Insurance Presi- 
dents Gives Records on New Laws 
Affecting the Business 


NEW YORK, April 15.—The volume | 
of statutory enactments in the United 
States affecting life insurance reached a 
lower mark in 1925 than in any preced- 
ing “on” legislative year back as far as 
1911 at least, according to the Associa- 
tion of Life Insurance Presidents. In 
the odd-numbered years nearly all of 
the legislatures are on duty, hence the 
expression “‘on’ legislative year.” The 
45 legislatures in session in 1925 en- 
acted only 392 pages of life insurance 
laws, as against, for instance, 754 pages 
in 1919, which is the high record. 


Set Low Record 


Manager George T. Wight of the 
association summarizes the situation as 
follows: “The legislatures of the 
United States, including Congress, en- 
acted during 1925 a lesser 
new and amendatory laws affecting for- 
eign life insurance companies than the 
legislatures of any ‘on’ year. Forty- 
five legislatures enacted 392 pages of 
laws which required reprinting. The 
year 1915, with 410 pages, had pre- 
viously held the low record. The high 
record was in 1919, with 754 pages. 


Canadian Legistation 


“Canadian legislation in 1925 was 
more voluminous than usual, owing to 
the revision of many important provin- 
cial statutes. These add 260 pages to 
the present volume. In all, there were 
61 sessions of law-enacting bodies in 
the United States and Canada, as fol- 
lows: United States: 
regular territorial, 2; special state, 4; 
Congress, 2; total, 50. Canada: Regular 
provincial, 9; Dominion Parliament, 1; 
total, 10. Newfoundland‘ Regular, 1. 


Territorial Distribution 


“The 126 enactments are distributed 
territorially as follows: California, 9; 
Tennessee, 8; Massachusetts, Minnesota 
and North Carolina, 6 each; Florida, 
New York and Washington (special 
session), 5 each; Arkansas, Colorado, 
Indiana and Oklahoma, 4 each; Con- 
gress (last session 68th), Kansas, Mich- 


igan, Missouri, Nebraska, Ontario, 3 
each; Delaware, Hawaii, Idaho, Illinois, | 
Iowa, Montana, North Dakota, Ohio, 
West Virginia, Wisconsin, Wyoming, 


Dominion Parliament, British Columbia, 
Nova Scotia and Prince Edward Island, 
2 each; Georgia, Maine, New Hamp- 


shire, New Jersey, New Mexico, Ore- 
gon, Pennsylvania, South Carolina, 
South Dakota, Manitoba, New Bruns- 


wick and Saskatchewan, 1 each. 








in which 440 cities participated will be 
made May 10 under imposing auspices. 
Albany, Ga., gets the grand prize. 
Others to get awards are Portland, Ore., 
Long Beach, Cal., and Grand Rapids, 
Mich. Arrangements for the insurance 
meeting are being made by Manager 
James L. Madden, the very capable 
head of the insurance division. 


volume of | 


Regular state, 42; | 





| HIGH RECORDS GROW 
| IN LIFE PRODUCTION 


| First Quarter of 1926 Is 14.1 Per- 
| cent Above Same Period 
of 1925 


MARCH ALSO SHOWS GAIN 


Life Presidents Report Immense Writ- 
ings to United States Department 
of Commerce 





NEW YORK. N., Y., April 15.—Lead- 
ers of life insurance in the United 
| States have now before them the records 
| of the most marvelous first quarter year 
of achievement ever written down in 
the annals of the business. Americans 
| have bought life insurance during the 
| first quarter of 1926 at a rate far out- 
' stripping all their prior activities in 
thrift production, according to a report 
of the Association of Life Insurance 
Presidents sent to the United States 
Department of Commerce at Washing- 
ton this afternoon. Not only was a new 
high record established for each of the 
months of January, February and 
March, but the March volume also ex- 
ceeded that of any previous month of 
any year execpt December—Always the 
high month of the year—of 1924 and of 
| 1925 





Was 14.1 Percent Over 1925 


The amount of new life insurance pur- 
| chased in the United States, during the 
| first quarter of the year, was 14.1 per- 
cent greater in 1926 than in 1925. 

Pointing to the amount of this new 
business as evidence that the nation is 
showing continuing and _ substantial 
prosperity, Manager George T. Wight, 
of the Association of Lite Insurance 
Presidents, today said: “This rate of 
increase of 14 per cent following and 
exceeding the gain of 11 percent for the 
same period in 1925 over 1924, empha- 
sizes progressive acceleration in the 
acquisition of new life insurance protec- 
tion in this country. It is significant 
that the rate of increase was greater in 
March of this year than in either Janu- 
ary or February and that the largest 
| percentages of increase for the quarter 
are in the volume of new industrial and 
group insurance—protection principally 
to the workers of the country. 


&276,240,000 in Three Months 


The association’s statement to the 
United States Department of Commerce 
aggregates the records of 45 member 
| companies having in force 81 per cent 
lof the total outstanding business in all 
| United States legal reserve life insur- 
ance companies. The new paid-for 
business, exclusive of revivals, increases 
and dividend additions, of these 45 com- 
panies amounted to $2,762,401,000 dur- 
ing the first three months of this year 
as against $2,421,461,000 during the same 
period of last year. Thus there is shown 
a gain in 1926 over 1925 of $340,940,000 
or 14,1 percent. The gain, for the pe- 

(CONTINUED ON NEXT PAGE) 
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ZONE RALLY PROGRAMS 


———_—— 


WILL HOLD THREE MEETINGS 





Northwestern Mutual General Agents 
to Confer at Atlantic City, Chicago 
and Colorado Springs 





MILWAUKEE, April 15.—North- 
western Mutual Life has announced the 
program for the three zone conferences 
which officials of the company will hold 
with its general.agents in various sec- 
tions. The first meeting at the Hotel 
Traymore, Atlantic City, April 14-17 
will be in charge of O. L. Gooding, 
Newark, N. J. From there the officials 
will go to Chicago where the second 
conference is scheduled at the Edge- 
water Beach hotel, April 20-23. Ray O. 
Becker of Peoria, IIll., will be chairman. 
E, J. Thomas, San Francisco, is chair- 
man of the third conference, which will 
be held at the Broadmoor hotel, Colo- 
rado Springs, Colo. 

The first day of each conference will 
be given over to a discussion on “The 
Trend in Life Insurance and the North- 
western’s Relation to It.” M. J. Cleary, 
vice-president; E. D. Jones, secretary; 
P Evans, actuary, and C. H. Par- 
sons, superintendent of agents, will dis- 
cuss this topic from the home office 
viewpoint. H. L. Smith, Harrisburg, 
Pa., and A. L. Baldwin, Washington, D. 
C., will respond for the general agents 
at the Atlantic City conference; 
French, Madison, Wis., and J. F. Oates 
of the Hobart & Oates agency, Chi- 
cago, will make the general agents’ re- 
sponse at the second conference, and 
N. P. Langford of Langford & Fahey, 
St. Paul, and Franklin Mann of Omaha 
will give the response at Colorado 
Springs. 

Outline Educational Course 


John P. Davies, assistant superin- 
tendent of agents in charge of the edu- 
cational course for the company, will 
be given the second day at each con- 
ference outlining the purpose, plan ot 
administration, and the present results 
of the new correspondence course. Later 
in the' day a “clinic” will be held at 
which a discussion will take place on 
how to improve the present course. A 
leader for the discussion at the eastern 
meeting has not been appointed. F. L. 
Wright of St. Louis will be the leader 
at the second conference and R. M. 
Hamburger of Hamburger & Kauf- 
mann, Minneapolis, will lead it for the 
western group. 

Murphy, Los Angeles, presi- 
dent of the General Agents’ Association 
of the Northwestern Mutual Life, will 
be the first speaker on the program for 
the third day at each conference. His 
subject will be “Responsibility and Op- 
portunity.” The next, subject under 
discussion will be “How I Administer 
Affects General Agency Adminis- 
tration.” In the east, L. E. P. Smith of 
Boston and S. N. Kenyon of Utica, N. 
Y., will talk on this; M. L. Woodward, 
Detroit, and W. F. McCaughey, Racine, 
Wis., will speak at the Chicago con- 
the Course in My Agency and How It 
ference; and William A. Hewitt, Oak- 
land, Cal., and Franklin Mann of 
Omaha are the speakers for the west- 
ern group. “What Effect Will the 
Course Have on Agents Who Do Not 
Take It” will be discussed next. At the 
second conference Luther E. Allen, At- 
lanta, Ga., will talk and L. F. Larson of 
Pearson & Larson, Kansas City, Mo., 
will be the speaker at Colorado Springs. 
William F. Atkinson, Brooklyn, Ralph 
H. Hobart, Chicago, and C. H. Poin- 
dexter, Kansas City, Kan., will talk on 
“Why as a General Agent I Am Sold 
on the Course” at their respective meet- 
ings. 

George P. Roberts of Pittsburgh, W. 
F. Hazelton, Providence, R. I.; C. C. 
Dibble, Cleveland; Isaac Pinkus, Indian- 
apolis; Sam C. Pearson, Kansas City, 
Muskogee, 
“Outstanding 


Mo., and E. S. Emmert, 
will all 


Okla., talk on 











FEBRUARY MORTALITY 


—_—. 


RATE SAME AS IN JANUARY 





Metropolitan Life Reports Record Is 
Favorable Except for Measles, In- 
fluenza and Automobile Accidents 





According to the experience of the 
Metropolitan Life on its 17,000,000 in- 
dustrial policyholders, the death rate in 
the industrial population of the United 
States and Canada in February was 
identical with that reported for January, 
9.8 per 1,000, but was somewhat lower 
than the February figure of a year ago. 
With the exception of measles, influ- 
enza and automobile accidents, the Feb- 
ruary health record is favorable. The 
mortality from measles is running ex- 
ceptionally high and the rise in the 
death rate in January and February was 
sharp. The death rate rose rapidly 
from 1.7 in November to 4.3 per 100,000 
in December, 9:5 in January and 13 in 
February. 


Influenza Shows Increase 


The influenza rate rose 37 percent 
over the January figure and was 11 
percent above that of February a year 
ago, but there was no increase from 
pneumonia. Influenza thus far this year 
has been very prevalent and a source 
of serious disability and absence from 
school and work, but the form of the 
disease has not generally been virulent. 
While the death rates from both influ- 
enza and pneumonia have run higher 
so far this year than last, the mortality 
figures for neither disease is unusually 
high as compared with other recent 
years. Among the Metropolitan pol- 
icyholders, the highest death rates from 
influenza and pneumonia so far in 1926 
have been observed in the southern and 
border states. The death rate among 
the South Carolina policyholders was 
higher than in any other state and was 
followed by Alabama, Arkansas, Mary- 


land, Louisiana, Georgia, Tennessee, 
Pennsylvania, Virginia, Florida and 
Mississippi. Other states which re- 


corded mortality from the diseases in 
excess of the average were Delaware, 
District of Columbia, Kentucky, New 
Hampshire, New Jersey, New York, 
North Carolina and Oklahoma. 

Automobile fatalities, as in January, 
greatly exceeded those of the same 
month in 1925. This year bids fair to 
mark another extension of a long series 
of continuous increases in the death 
rates from this cause. 


Smallpox More Prevalent 


Increased prevalence in smallpox is 
shown by reports received in February. 
A sharp increase in reported cases is 
noted in California and Texas and prac- 
tically all parts of Florida have re- 
cently reported cases of smallpox. In 
Boise, Idaho, the cooperation of phy- 
sicians and school authorities appears 
to have broken up what, for a time, 
theratened to become a smallpox epi- 
demic. The health commission of Ev- 
anston, Ill, issued a warning that the 
community was threatened with an epi- 
demic and in the University of Illinois 
at Champaign, all students and profes- 
sors who had not had smallpox and 
who had not been recently vaccinated 
were barred from classrooms for 20 
days. Reports of the presence of the 
disease have also been received from 
Council Bluffs, Ia., and Toledo, O. 








Agency Management Ideas” at their 
own meetings. The conference at each 
city will be closed with the discussion 
on “Outstanding Features of Sales Pro- 
motion,” the eastern speakers being 
Clyde O. Law, Wheeling, W. Va.; and 
W. T. Nolley, Richmond, Va.; the 
middle western speakers Ira Blossom, 
Grand Rapids, Mich., E. F. Johnston, 
South Bend; Ind., and J. M. Markham, 
Dayton, and the western group speakers 
U. S. O’Connor, Stockton, Cal., and J. 
C. Garland, Dubuque, Ia. 








FACTORS NOW AT WORK 


ACCIDENT INSURANCE FIELD 





Some Notable Influences Have An 
Effect in Selling Monthly Payment 
Disability Policies 





The monthly payment accident and 
health business keeps up in volume re- 
gardless of influences at work that tend 
to diminish it. The companies with 
extensive agency staffs have no diffi- 
culty in showing an increase each year 
although of course the lapse ratio is 
always heavy. The weekly payment 
companies have reached in on the 
monthly pay business to quite an ex- 
tent. Some companies have worked up 
a very handsome weekly payment busi- 
ness, which now shows a good profit. 
The weekly payment business is largely 
confined to Negroes and the industrial 
workers of the smaller salary type. 
This insurance can be sold when work 
is plenty and everyone is employed. 
Then it slumps off and agents go to 
other plants or lines of business and 
work up business there to replace that 
which is gone. 

Business Associations 


Another factor that has _ militated 
against the monthly business is the 
growth of the so-called “business asso- 
ciation” which sells policies at a rather 
moderate premium, but whose premi- 
ums are paid at least quarterly. These 
policies are really the same as the 
monthly payment policies, but the pay- 
ments are made at longer intervals. 
Undoubtedly these companies have 
worked up quite a business that would 
otherwise have gone to the monthly 
payment class. 

Selling All Lines 


Still another factor that has been 
felt is the tendency for accident and 
health salesmen to cease being special- 
ists in that regard and become general 
insurance salesmen soliciting all classes. 
This is particularly true where one’s 
company is a multiple line company. 
He usually has a life insurance hook- 
up. In days gone by there were many 
accident and health specialists who 
only sold that class. Where the com- 
panies are only writing accident and 
health naturally they are cultivating 
these specialists. However, insurance 
men seem to be getting educated to 
the course of having fewer clients and 
selling them all their insurance. This 
is forcing the accident and health spe- 
cialists to protect themselves by selling 
other classes of insurance. Accident 
and health salesmen find that it is easy 
to sell the other classes. Many of them 
write a comfortable lot of life insur- 
ance 

Getting Out New Features 

Companies feel the need every once 
in a while of either revamping a policy 
or getting out some new feature. A 
sales organization may grow stale. In 
order to stimulate interest in accident 
and health salesmen and to give them 
an excuse to approach their old assured 
and furnish a talking point to go to 
prospects, some brand new wrinkle is 
often very desirable. 








HIGH RECORDS IN LIFE 
INSURANCE PRODUCTION 
(CONT’D FROM PRECEDING PAGB) 
riod, in 1925 over 1924 was $239,360,000 
or 11 percent. 
New High Record Each Month 


The amount of this new business pur- 
chased in January was $854,057,000, an 
increase of $100,143,000 or 13.3 percent 
over that bought in January of 1925. 
The amount acquired in February was 
$869,246,000, an increase of $96,098,000 
or 12.4 percent over that of last Febru- 
ary. The amount purchased in March 
was $1,039,098,000, an increase of $144,- 
699,000 or 16.2 percent over that in 
March of last year. There was estab- 








RULING ON DISABILITY 





PERMANENCY NOT ESSENTIAL 





Nebraska Supreme Court Awards Pay. 
ments to Man Incapacitated Four 
Years by Loss of Leg 





LINCOLN, NEB., April 13.—A de. 
cision regarded by life insurance men 
as of unusual importance has just been 
entered by the Nebraska supreme court 
in which the interpretation is made of 
the permanent and_ total disability 
clauses which have been attached jn 
recent years to so many policies and 
which have provided good selling talk 
for agents. The opinion, written by 
Justice Dean, is, in effect, that in spite 
of the fact that the contract does not 
contain any provision in direct terms 
for the payments of any benefits for 
disability unless it is total and perma- 
nent in character, it is susceptible of 
being construed as to cover also tem- 
porary and total disability. 


Disabled for Four Years 


The policy is one for $5,000 written 
by the Northwestern National of Minne- 
apolis upon the life of Volney C. Eas- 
tep, a Montana farmer. It contained 
a provision that if Eastep, while less 
than 60, and while the policy was in 
full force, should become totally and 
permanently disabled as _ provided 
therein, the company would pay him 
$500 a year in addition to the $5,000 
face of the policy at death. It did this 
for an added premium of $11.50 a year 
for 17 years, when he would become 60. 

Eastep had a fall from a horse, and 
complications developed that after 
months of doctoring and suffering, he 
lost his right leg below the knee. Four 
years after the injury he bought an ar- 
tificial leg and had so far recovered 
that he was able to open a shoe repair 
shop in Chadron, Neb., where he is 
making more money than the farming 
operations produced. He sued for five 
annual payments, but the court cuts 
him off at four because he was no longer 
suffering total disability. 

Other Possibilities Recognized 


The supreme court says that two pro- 
visions in the policy, when fairly con- 
strued, recognize the possibility of a 
total permarient disability other than 
those enumerated in the policy. After 
reciting that the loss of both eyes, 
hands and feet shall be regarded as total 
permanent disability these words are 
added, “without prejudice to any other 
cause of disability.” It appears, says 
the court, that if a person should be 
stricken by an incurable disease the 
company would also be liable. The 
agreement that certain conditions would 
amount to a total permanent disability 
does not preclude other causes. 

The court holds that the loss of a leg 
which resulted in a total disability for 
a period of four years constitutes a to- 
tal permanent disability as contem- 
plated in the policy. In support of 
this Justice Dean quoted the section of 
the policy which provides that the com- 
pany may at any time, but not oftener 
than once a year, require proof of the 
continuance of such disability, and that 
if the defendant fails to furnish such 
proof or it appears that he is no longer 
wholly disabled as heretofore provided, 
no further premium will be waived and 
no further income paid. He says this 
plainly indicates that the company re- 
gards it likely that cases might arise 
where a person would be entitled to re- 
cover disability benefits for only a lim- 
ited time. 








lished in 1926 a new high record for each 
of these months, March having been ex- 
ceeded by only two prior months—De- 
cember of 1924 and of 1925. , 

Of the total writings for the first 
quarter of this year, $1,918,522,000 was 
ordinary; 632,143,000 industrial and 
$211,736,000 group. 
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PREMIUM ADJUSTMENT 
ON THE DEATH CLAIMS 





Vice-President Linton of the Prov- 
ident Mutual Life Makes 
Observations 


SUBJECT IS OF INTEREST 


Topic Is One That Must Be Treated 
from Broad Standpoint of Com- 
pany Policy 


M. Albert Linton, vice-president of 
the Provident Mutual Life, at the re- 
quest of Tue NATIONAL UNDERWRITER has 
given his views on the subject of adjust- 
ment of premiums on death claims. The 
subject is one of real interest these days 
and is by no means a simple or one- 
sided one. Mr. Linton’s observations 
on any subject bearing on the more 
technical phases of life insurance are 





M. ALBERT LINTON 
Vice-President Provident Mutual Life 


read with profit by all in the fraternity. 
€ says 
Shall a life company in paying death 
claims adjust premium payments so that 
it shall retain only the pro rata premium 
corresponding to the period elapsed 
since the last anniversary? The ques- 
tion is not one to be answered by ref- 
erence to the theoretical basis of the 
Premium calculation which assumes the 
advance payment of the full year’s pre- 
mium. It is a question of broad com- 
pany policy to be answered in the light 
of general considerations with particular 
Teference to the funds available for 
granting the additional benefit. 
Illustrative Example 
The problem may perhaps be seen 
most clearly by the hypothetical exam- 


ple of a mutual company having only 
ordinary life insurance in force and op- 


crating upon a 3% percent basis. We 
shall assume the following figures: 
Amount of insurance in force, $1,000,- 
000,000; amount of reserve, $200,000,- 
-_ annual gross premium income, 
~5,000,000; average premium, $25 per 
ceasand annual net premium income, 
—ew annual loading income, $5,- 

annual distribution of surplus, 


$6,000,000. 


The company has been operating on 
the usual basis, charging a full year’s 
Premium in the year of death. What 
will be the effect if it charges only the 
a premium, extending the benefit 
. Outstanding insurance as well as 
the new insurance? In the first place, 
We assume that the deaths are uniformly 





SOME EFFECT IS SEEN 
CUTS IN ON SMALL POLICIES 


Salary Deduction Plan Seems to Have 
Closed Number of Prospects to 
Many Agents 


Students of life insurance among the 
general agencies realize that since the 
salary deduction plan was put into effect, 


production has been affected. This is 
noticeable especially among the men 
who write the smaller policies. General 


agents realize that agents that sell poli- 
cies of $10,000 or less are the backbone 
oi their business. The salary deduction 
plan has closed a number of prospects. 
Frequently men who otherwise would 
deal with life insurance agents that they 
know, take insurance in the company 
handling the salary deduction insurance, 
because they want to go with the ma- 
jority. In the large cities companies 
offering this plan have been able to close 
a number of cases. It seems to be a 
popular feature. In this way the men 
who purchase small policies are taken 
care of and thus are eliminated from the 
market for some time. 








distributed throughout the policy year 
so that on the average the company wil! 
receive but a half year’s premium in the 
year of death. Since the average pre- 
mium is $25 per thousand, the company 
is granting an average additional death 


benefit of approximately $12.50 per 
thousand; i. e., increasing the amounts 
of its outstanding insurance by 1% 


percent of $12,500,000 in all. 
iffect Upon the Dividend Fund 


To grant this additional benefit to all 
outstanding business requires an ap- 
proximate increase in the net pre- 
miums of 1% percent or $250,000, which 
will be taken from funds which would 
otherwise be available for dividends. 
The reserve must be increased at once 
by 1% percent or $2,500,000 thus draw- 
ing upon surplus to that extent and 
ae from possible dividends 

Y% percent interest on $2,500,000 or ap- 
mack were: $90,000. The reduction in 
the annual dividend fund is therefore 
about $340,000. 


Important Question Raised 


These therefore are the fundamental 
financial aspects upon which the com- 
pany will base its decision. Is it to the 
best interest of the policyholders to with- 
draw $340,000 from current dividends so 
that when a policy becomes a claim by 
death the beneficiary may benefit in the 
manner described? The amount of the 
benefit in any given case is, of course, 
unknown in advance. If death should 
occur near the end of the policy year it 
will be small. If at the beginning of the 
year it will amount almost to a year’s 
premium. Would policyholders prefer to 
have their $340,000 diverted from divi- 
dends to provide this uncertain benefit? 
Personally, I am inclined to the belief 
that the $340,000 might with satisfaction 
remain in the dividend fund. However, 
there is something to be said on both 
sides of the question. In the life in- 
surance field, as in others, “keeping up 
with Lizzie” is a favorite indoor sport. 
The practice may become general. Or 
again it may not. Anybody’s guess is 
good. 

Percentage Used in Example 


A word of caution should be included 
with reference to the percentage of 1% 
used in the hypothetical example. This 
figure would not apply to business other 
than ordinary life. On endowment and 
limited payment life policies the addi- 
tional benefit would be covered by term 
insurance for the premium-paying 
period. The increase in the net pre- 
mium and the increase in the reserves 
would be represented by different fig- 
ures, in each case, however, much less 
than 1% percent. The percentage would 





WINNERS ARE ‘HONORED | 


AGENTS HOLD CONVENTION 


- 


Columbia Life Men Gathered in Cin- 
cinnati for Three Day 





Sessions 


Agents of the Columbia Life of Cincin- 
nati met at the home office on Apr. 8-10. 
The meeting came at the close of a two 
months’ contest and the 40 agents who 
attended the meeting had all produced 
sufficient business to be entitled to the 
trip to the home office. 

The company has _ recently 
into its new offices in the Atlas bank 
building where it is using the entire 
fourth floor. At the convention the 
agents presented President Sumner 
Cross with over $1,000,000 in new busi- 
ness which was produced during the 
two months’ contest. The keynote of 
the meeting was “Education of the Man 
With the Ratebook.” 

President Cross acted as toastmaster 
at the banquet held Friday evening 
which was followed by the presentation 
of prizes by the officers and the di- 
rectors. Dr. Charles Weber, vice-presi- 
dent, was signally honored in that the 
period from Apr. 15 to May 15 was set 
aside in his honor and the agents have 
pledged a very fine production for him. 
Frank B. Cross, Jr., who is the leading 
producer of the company, withdrew from 
the contest, he having won the first 
prize for a number of years. This year 
the company offered four prizes to the 
four agents who produced over $40,000 
in business and four to the agents who 
produced over $35,000. Winners in the 
first division were: J. P. Boggs, Cleve- 
land: Morris Columbus; George 


moved 


Beim, 
H. Guilfoyle, Cleveland, and A. B. Gil- 
bert, Pineville, Ky. In the second di- 
vision the prize winners were: Otto 
Hornick, Xenia, Ohio; A. A. Redmon, 
Owenton, Ky.; Miss Marie Tromar, 
Jackson, Ky., and George Rust, Eaton, 
Ohio. 








also be much below 1% in the case of 
term insurance, for which the gross pre- 
mium and therefore the additional ben- 
efit is relatively small. 


Modified Benefits 


The benefits we have been discussing 
apply to policies with yearly premiums 
as well as to those with halt-yearly and 
quarterly premiums. If the benefits be 
restricted merely to the non-collection 
of unpaid half-yearly and quarterly pre- 
miums, the financial effect will be much 
less marked, varying, however, with the 
amounts of half-yearly and quarterly 
premium business in force. The normal 
yearly premium cases would be unaf- 
fected (unless the company should 
modify its practice of collecting unpaid 
yearly premiums where death occurs in 
the grace period). 


May Bring in Yearly Premiums 


If the change should be limited to 
these modified benefits, there might per- 
haps be greater reason for making it, 
although we desire no added incentive 
for the writing of half-yearly and quar- 
terly business. It may, however, he 
dificult to maintain such limitations. 
The layman may bring yearly premiums 
into the discussion and argue that they 
should also be included in the scheme. 
The Metropolitan’s action will not hurt 
his argument one little bit. 


First Unit of Building Completed 
The Columbus Mutual Life has just 


completed the first unit of a $500,000 
office building which it will erect on 
East Broad street, Columbus. Offices 


now in the old Firestone residence will 
be removed into the new unit, which is 
at the rear, before the month is out. 
The structure will be erected a unit at 
a time and it is expected that it will 
be several years before it is finished. 





HOLDS ‘STUNT SELLING | 
HARMFUL TO BUSINESS 


Records for Applications in Day 
Or Month Are Declared to 
Be Farces 


STEADY PRODUCERS BEST 


‘W. M. Board, Superintendent of Field 
Service of the Southwestern Life, 
Expresses His Views 


BY W. M. BOARD 
Superintendent Field Service South- 
western Life 
have seen a 
papers in 


In recent months we 


great deal in the insurance 


“stunt selling,” or “star sales- 


The basis for reaching star- 


regard to 
manship.” 
dom is the 
number of policies in one month or one 
holding the one 


stunt of selling the largest 


day. The agent now 


day title has 147 applications to his 


credit. 


Not a Bargain Commodity 


Life insurance is not a service that 
can be subjected to the processes of 
bankrupt sales, closing out bargains, and 
stunt selling without injury to the great 
institution of life insurance. Life in- 
surance is a superior service to be ren- 
dered usually over a considerable period 
of time. Its benefits are cumulative and 
are not consistent with the benefits to 
be derived from an auction sale. Such 
a process cheapens the basic value of 
the service to be rendered to the insured 
and to the beneficiary. 


Count Final Returns 


Let it be admitted for the time being 
that such stunt methods in some cases 
where the attack was carefully planned 
in advance have increased the amount 
of business written, but before the value 
of such methods can be determined, suf- 
ficient time will have to pass until pay- 
ments of the second and third annual 
premiums are made; include even the 
first annual premium, for we are con- 
strained to believe that many of the first 
year premiums will never be paid. When 
the lapses are finally counted, the story 
will have a different ending. 


Is Physical Impossibility 


Again, such sales, when strictly con- 
sidered as the result of one day’s work, 
are a physical impossibility. Stop for a 
moment and count the time that can be 
given to each application. In order to 
write 147 applications in one day, less 
than ten minutes would have to be given 
to each applicant, the agent working 24 
hours that day. This does not account 
for any time in going from one applicant 
to another. It would be necessary for 
him to have them lined up in the offices 
waiting for him, remaining in the offices 
after working hours to see him, and ele- 
vators and automobiles would have to 
be at his instant command. 


Attended by Other Losses 


Moreover, there are several other con- 
tingent relations that must be counted 
in and valued in this day’s work. In 
the first place, the agent must spend 
several days getting the plans ready for 
this special day’s work. During the day 
he must have someone in the office to 
attend to all the details. After the day 
is over, he must spend several days in 
filling in the applications properly, get- 
ting the examinations made and making 
settlements. These legitimately belong 
to the work of the one day sale. 

In addition to that, the agent is 
neither mentally nor physically fit. for 
work for several days thereafter. As an 
actual test, what has become of the one 





day sale program? It has been extended 








THE 











NATIONAL UNDERWRITER 


anal 16, 1996 








—_ 





















Ten Thousand 
Miles 


is the distance already covered by the Agency Officers ot 
the 


ous points in the field. 


-an-American Life since January Ist, visiting vari- 


This has given our agents the opportunity of discussing 
personally individual problems and the benefit of counsel 
and advice of men with practical Life and Accident and 
Health Insurance sales experience, which has resulted in 
a bond of friendship and mutual understanding that has 


proven of great value to all of our representatives. 


Pan-American Service includes— 


Educational Course 
Individual Sales Pianning 
Unexcelled Low-cost Life Policies 


Substandard Insurance for Under-average Lives 
Group Insurance 
Child’s Educational Endowment 


All Forms of Accident and Health Policies 


We have a few General Agency openings for men 
who measure up to Pan-American ideals 
who are not at present attached 


Address 
E. G. SIMMONS 
Vice-President and General Manager 


PAN-AMERICAN LIFE 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President 


ee ——— ———————_——_—_—_—_—— 





into several days; more than one person 
has been at work in bringing about the 
so-called result of a large number of 
applications; many people have signed 
through sentiment or through the in- 
fluence of crowd psychology and will 
never complete the application, as the 
office records will doubtless show; an 
agent is left incapacitated for several | 
days; his business has been lifted from 
its regular and steady course of pro- 
duction, thrown into the limelight for 
a day, and then falls into a lull of un- | 
productive days. 





| Must Render a Service 


The whole process overlooks one es- 
sential thing in selling life insurance. A 
life insurance agent must do something 
more than get the name on the dotted 
line and collect the commission. He is 
rendering a service that cannot be thor- 
oughly understood unless he takes time 
to show just what the insurance is, what 
it means, and what it will do for the 
insured and his loved ones. All this is 
lost in the process of stunt selling, and 
with the loss of such service on the part 


ratio on the books of the company. 
Undue 


Not the least of the objections to such 
sales methods is the fact that it places 
undue emphasis upon the one result, the 
sale, the amount of business produced, 
especially the amount of business pro- 
duced in a certain time. In fact, per- 
haps most of us are more or less guilty 
of making improper valuations along 
this line. We play up the man who 
produced the largest amount of busi- 
ness—some of which was not placed, 
some of which did not pay the first 
year’s premium, and some of which 
lapsed the second year. That appears 
to be good sales “pep” from one point 
of view, but look at it from another 
point of view, the subsequent effect 
upon the public, upon the business, upon 
the agent. 

Steady Producer More Valuable 


Emphasis on Sale 


Suppose the company, instead of mak- 
ing a valuation of the agent upon a 
basis of stunt selling, should base this 
valuation upon the resultant good to the 
agent and his family, laying much stress 
upon his ability to produce an average 
amount of business each year, to pay 
for it, to see that it is kept in force, and 
finally emphasizing the size of the per- 
sonal or family bank account that the 
agent is able to exhibit. That would be 
a sign, of progress. 

Reward Consistent Worker 


Our idea of the whole matter is that 
it would be well for the company to pin 
the ribbons (not one, but many of 
them) on the agents who go about their 
work each year with zeal and determina- 
tion to render a real service, to give 
financial protection to men and their 
families; agents who write a consistent 
amount of business year in and year 
out, pay for it, keep it in force, keep 
out of debt, and live by the side of the 
road in peace, in prosperity, and in 
friendly communion with all who pass 
by. They are the kind the company 
needs; they are the kind the community 
needs. Our hats are off to them, for 
they render a service worth while. 


Bad for the Business 


In the interest of life insurance as a 
business, in the interest of the company 
which the agent represents, in the in- 
terest of the policyholder whom the 
agent and the company should serve, in 
the interest of the public whose mental! 
attitude toward insurance in general 
must be considered, in the interest of 
other agents whose business is more or 
less affected, in the interest of the agent 
himself, in the interest of educating the 
people to the values of insurance and of 
preserving a high morale in the working 
organizations of insurance, we prefer to 
have one agent who can produce 147 
applications over a period of weeks or 


tion at that rate than to have one who 
produces 147 applications apparently in 
one day. 





of the agent will come a greater lapse | 


months and who continues his produc- ‘ 


; 
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Position of the Legal 
Reserve Fraternals Is 
Presented by Actuary 


OMMENTING on a recent editoria) 

in THe NATIONAL UNDERWRITER op 
“Fraternals and Merger Schemes,” L. |. 
| Johnson, treasurer and actuary of the 
Lutheran Brotherhood, says: “I can 
fully appreciate your position in defend. 
ing the fraternals of the past, but the 
establishment of new societies and re. 
| rating old ones based upon a legal re. 
serve and premium rates based upon the 
American Experience table has changed 
conditions materially. Surely there can 
be no difference between a stock com- 
pany, a mutual company or a fraternal 
society if their rates and reserves are 
based and maintained on the same mor- 
tality experience table. True, there may 
be a difference in management, but 
other things being equal, there is no 
good reason why the management oi 
the last named should not be equal to 
that of either of the others. 


“All these things considered, it has 


| seemed rather unfair to have old line 
| publications continually hold up, almost 


| im contempt and scorn, 








any company 
that was operating as a fraternal, no 
distinction being given, apparently, be- 
tween those on the legal reserve and 
those who still are on a purely assess- 
ment basis. Even the assessment fra- 
ternal may have served a useful purpose 
considering the time in which it flour 
ished. 
Various Factors in Growth 


“The growth of an organization is 
dependent upon various things. While 
this society, if classified in the list of 
old line companies enumerated in your 
issue of April 9, would fall in between 
217 and 218, nevertheless, when mea- 
sured in assets to liabilities, it would 
be very near the top. With an increase 
of over $4,000,000 of new business, it 
probably would rank well up in the list 
of 260 companies you have therein pre- 
sented, and particularly so if we con- 
sider that its increased writings was 77 
percent of the volume in force the pre- 
ceding year. 

“I simply give these facts to assure 
you the statements quoted in your edi- 
torial are not far-fetched but fully capa- 
ble of being realized and for this reason 
appreciate your presentation of them.” 


MEETING 


PLANS FOR AGENCY 





Northwestern Mutual Announces Ten- 
tative Program for Banquets and 
Luncheon Conference 





MILWAUKEE, April 15.—Announce- 
ments regarding the program for the 
banquets and the luncheon- conference 
for the Association of Agents of the 
Northwestern Mutual Life who will 
meet at the home office July 26-28, have 
been made. 

The banquet Monday night will be a 
get-together for all the agents. Prelim- 
inary plans call for the seating of all 
members of the Marathon Club at one 
table with President W. D. Van Dyke. 
This table will be presided over by the 
president of the Marathon Club, who 's 
the agent turning in the largest volume 
of business for the year. The agents in 
the classes receiving the bronze, silver 
and gold medals will be placed at sep 
arate tables. President Van Dyke wi i 
be one of the speakers and there will b: 
a number of other speeches. 

The second night the home office will 
be host to the agents in the dining hall 
of the company. An outstanding speaker 
of national reputation to be announced 
later, will make the principal address. 
While the agents are being entertained 
at the home office, their wives will be 
given a special dinner at one of the 
local hotels. 

Wednesday noon the agents’ lunch- 
eon-conference will be held and 600 
or more agents who are expected to re- 
main for the occasion. Vice-president 
M. J. Cleary will be the main speaker. 
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“ONCE in a LIFETIME” 





Sunny CALIFORNIA Opening 


This Company seeks a man big enough to grow with California—and that means a BIG man. 


The territory is the garden spot of America—the growth of population is without precedent — Los 
Angeles alone has grown from 102,479 in 1900 to 1,150,000 in 1926. 


It is a country of vast industrial development—the greatest oil producing section in America—a land 
of orange groves and grape fruit orchards—moving picture production, and every other conceivable money 
making enterprise. 


Unsurpassed boulevards make country soliciting and agency organization a recreation. 


The man we seek is a big man now who needs only the wider scope which we offer him in the possi- 
bilities of this General Agency opening in California. 


This fine old Company, with a Half Century of Service to its credit—is in an enviable position, writing 
incomparable contracts—Complete Protection policies which pay for Accident—Sickness—Permanent and 
Total Disability and Old Age income — real LIFE Insurance, not merely indemnity for death —and the 
Agency we have open offers the opportunity which comes but ONCE in a LIFETIME. 


The man we want is an experienced life underwriter—knows California as we know it—now lives 
there, or wants to go there—to LIVE. He is between the ages of 33 and 43—has saved some money—has 
family responsibilities—and, above all, is one who will respond to this advertisement with a warmth of 
enthusiasm for California and confidence in himself, which impels him to sit down and write to us imme- 
diately, setting forth all the particulars of his experience, and WHY he believes he can make good in this 
BIG job. 





We will do our part for the right man—are you the man? 


ADDRESS 
Robert D. Lay Walter E. Webb 
President or Vice-President 


29 South La Salle Street 
Chicago, Illinois 


NATIONAL’ LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


Established 1868 


Albert M. Johnson 
Chairman of the Board 


ONE HUNDRED SEVENTY MILLIONS INSURANCE IN FORCE 
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COMMENT MADE BY AN ACTUARY 
ON FRACTIONAL PREMIUMS 





NE of the well known actuaries of 

a large eastern company has writ- 
ten a contribution on “Fractional Pre- 
miums” that is of great interest to the 
fraternity. This question is uppermost 
in the minds of a number of officials 
since a few companies have announced 
that unpaid fractional premiums will not 
be deducted from claim settlements. 
This actuary says: 

In view of the fact that some com- 
panies have announced that in the 
event of death unpaid fractional pre- 
miums for the then current policy year 
will not be deducted in settlement of 
the claim it seems advisable to con- 
sider the principles underlying all pre- 
miums. 


Based on Annual Payments 


At the inception of the contract it is 
possible to measure what single pre- 
miums- should be paid to cover the 
risk which the company assumes. 
Under an ordinary life policy for ex- 
ample, the insured is required to pay 
premiums each year instead of a single 
premium when the policy is issued. The 
annual premium which the policyholder 
is required to pay each year has a pres- 
ent value at the date of issue of the con- 
tract equal to the sum which would be 


required as a single premium. In 
computing the amount of the annual 
premium the company takes into 


account the probability of the policy- 
holder being alive at the beginning 
of each year, and every policyholder 
who is alive at the beginning of the 
policy year must pay his annual pre- 
mium in order that the assumptions 
upon which the premium is based may 
be carried out. 

In some correspondence appearing in 
the February number of the “Life In- 
surance Courant” between the editor of 





the paper and three actuaries it is evi- 
dent that the editor has it strongly in 
his mind that an annual premium on an 
ordinary life policy is a sum paid to 
provide insurance during the ensuing 
year. The fact that the annual premium 
payable at the beginning of each policy 
year entered upon is merely the equiva- 
lent of the single premium required for 
the contract is presumably overlooked. 
No Adequate Security : 

This point may be emphasized by the 
statement that theoretically a company 
could charge an annual premium for a 
certain number of years making such 
premium payable whether the insured 
lived or died provided the present 
value of the annual premiums certainly 
payable was equal to the single pre- 
mium required for the insurance fur- 
nished. From a practical standpoint 
such a contract will be out of the ques- 
tion as there will be no adequate se- 
curity for the payment of the premiums. 


Must Recognize Nature of Premium 


The nature of the annual premium 
must be kept in mind when we con- 
sider half yearly premiums. The half 
yearly premiums used in this country 
are merely instalments of the annual 
premium. The companies charge some- 
what more than one-half the annual 
premium, the additional charge being 
required for interest on the half yearly 
premium deferred for six months and 
the additional expense of collecting and 
recording premiums twice a year in- 
stead of annually. There is no mortality 
element used in computing such half 
yearly premiums from the annual pre- 
miums and if the insured dies in the 
first half of a policy year the balance of 
the full year’s premium for that year 
should be deducted by the company in 





the settlement of the claim, otherwise 
the company will not have received a 
full annual premium for every year en- 
tered upon. 


Must Adjust the Premium 


If the insured wished to pay his pre- 
mium semi-annually the company could 
take into consideration the fact that no 
semi-annual premium would be payable 
at the beginning of the second half of 
a policy year unless the insured was 
then alive. The total semi-annual pre- 
mium which he would pay would then 
cover the original sum insured and the 
amount of the semi-annual premium 
which the company would not collect if 
death took place in the first half of a 
policy year. 


Loadings Would Be Reduced 


We may now consider the position 
of a company which announces that in 
the future the unpaid instalment of the 
annual premium will not be collected 
in the event of death. Since in prac- 
tice we are dealing with gross pre- 
miums rather than mathematical pre- 
miums a company may take the posi- 
tion that it formerly considered as in- 
stalments of the annual premium are in 
reality true semi-annual premiums. If 
what were once considered as _ instal- 
ments of the annual premium were a 
fair equivalent to the semi-annual pre- 
mium then just as soon as the com- 
pany interprets them as true semi- 
annual premiums that company is, at 
the same instant, reducing its loadings 
on semi-annual premiums as compared 
with loadings on annual premiums. 
This is necessarily true since the load- 
ings in the half yearly premium must 
be encroached upon to provide the cost 
of insurance equal to a semi-annual pre- 





mium to be payable if death takes place | 


in the first half of a policy year. 
Refund Should Be Made 
If a company does arbitrarily as a 
matter of expediency or for any other 


reason interpret what was an _ instal- 
ment of an annual premium as a true 





half yearly premium and wishes to ayoig 
the apparent discrimination in its load. 
ings between annual and semi-annya! 
premiums it would seem that the com. 
pany should take the position that 
the semi-annual premiums continued to 
be as before, instalments of the ap. 
nual premium, and that because they 
would not collect the unpaid instalmen; 
of the annual premium if death og. 
curred in the first half of the Policy 
year they should, to be consistent, re. 
fund one-half of the annual premium if 
a policyholder after paying an annual 
premium died in the first half of 
policy year. 
Question of Expediency Up 


Any company may well consider the 
question as to whether it is expedient to 
follow the practice above indicated. The 
surplus earnings of most companies are 
sufficient to justify the practice with 
little reduction in their dividend scales, 
It would therefore seem to be a prac- 
tical question as to whether some of the 
company’s surplus earnings should be 
expended in waiving the unpaid por- 
tion of the current year’s premiums in 
the event of death, and refunding the 
equivalent portion where premiums had 
been paid annually, or whether the same 
amount should be distributed to the 
policyholders as part of the annual diyi- 
dends. 

Quarterly Premium Payments 


This discussion has been purposely 
limited to the distinction between an- 
nual and semi-annual premiums. Simi- 
lar principles would apply to quarterly 
premiums. a policyholder died in 
the first quarter of a policy year after 
paying a quarterly premium no deduc- 
tion would be made for the ,three- 
quarters remaining unpaid. If he had 
paid a half yearly premium the differ- 
ence between the half yearly and the 
quarterly premium should be refunded. 
If he had paid an annual premium the 
difference between this premium and 
the quarterly premium should be re- 
funded. In order to avoid complicating 











Equitable Life of Iowa Building, Des Moines 
Iowa’s Tallest Office Building 





Founded: 


The Lead Service System of “Iowa’s Oldest Com- 
pany” is designed to be of genuine assistance to agents 
in making more sales. But it is only one of a large 
number of practical sales helps at the service of this 
Company’s agency force. 


There are opportunities with this progressive, 
helpful Company for men of industry and char- 
acter. Write to Agency Dept. for information. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


1867 


$1.28 PER LETTER IN COMMISSIONS! 


That is the actual value in commissions to agents 
of every Lead Service letter that has been sent to 
prospects by the Service Department of the Equitable 
Life of Iowa. This figure is based on accurate records 
compiled from agents’ reports, and is the average of 
many thousands of letters sent out by this Company. 


Home Office: Des Moines 
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the argument reference has been made 
to the refunding of half an annual pre- 
mium. In practice it would seem to be 
correct to refund in such cases the dif- 
ference between the annual premium 
and the semi-annual instalment. 
Practical Difficulties Arise 


If all the policyholders are treated 
alike, as they should be, there seems to 
be no good reason for either failing to 
collect the unpaid portions of the year’s 
premium or of refunding that portion ot 
the annual premium paid at the begin- 
ning of the policy year. On the other 
hand there are certain practical diff- 
culties which would seem to arise. In 
the first place if the annual premium is 
payable at the beginning of the year 
would it be proper and permissible to 
deduct from the premiums paid to the 
company the amounts refunded in as- 
certaining the taxes to the different 
states? 

One Advantage Seen 

lf the annual premium has been paid 
in advance and an agent has received 
his commission on such premiums is it 
feasible when a portion of the annual 
premium is refunded to obtain a refund 
from the agent of a corresponding por- 
tion of the commission which he has 
received? The only advantage ap- 
parent in the plan is the avoidance of 
the necessity of explaining to a benefi- 
ciary the propriety and justification for 
deducting the unpaid instalment in the 
event of death. 


Vote 100 Percent Stock Dividend 


A special meeting of stockholders of 
the National Reserve Life of Topeka 
last week voted the increase of 100 
percent in the stock of the company and 
that it be distributed to the stockholders 
as a 100 percent stock dividend. é 

The company has a large amount of 
stock that has been sold with policies 


and also considerable stock that has 
been sold outright at high premiums 
and on the installment plan. The stock 


dividend is not to be actually paid until 
the stock is fully paid for, either from 


policy dividends or in cash. But all 
stockholders who mature their stocks 
are to be given the dividend. This 


brings the capital of the company up 
to $550,000. 


Kansas City Life Record 


In March, 20 of the agents of the 
Kansas City Life wrote over $100,000 
each, which is quite an achievement for 
the organization. The Kansas City Life 
made a gain of over $6,000,000 over 
March a year ago. It was the biggest 
month the company ever had. There 
were three agencies that outdid their 
former record, they being the J. T. 
Allen agency of Colorado, the Mersfel- 
der agency of Oklahoma and the home 
office agency. The Orville Thorp agency 
in Texas wrote over $3,000,000 in March. 


Starts Conservation Contest 


In order to stimulate a keener inter- 
est in the prevention of lapses, thus con- 
serving the agent’s renewals, and to en- 
courage representatives to keep in close 
touch with their policyholders, the At- 
lantic Life is offering three conserva- 
tion prizes, a first $100, a second $75 
and third $50. Only agents who quali- 
fied as Aces in 1925 are eligible to com- 
pete tor these prizes. No prize will be 
awarded to an Ace who fails to qualify 
tor the Aces Club of 1926. 





Continental’s Big Drive 


The Continental Life of St. Louis 
reports a very unusual production by its 
field forces the first quarter of this year. 
Compared with the same period in 1925 
the company’s written, examined, de- 
‘ivered and paid-for business shows an 
increase of 64 percent. 

In March all its production records 
were smashed with $6,161,575 of new 
Written business compared to $4,020,558 
in the same month in 1925, while exam- 
ined business totaled $5,517,575, shatter- 
ing all previous marks of the company. 
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CHURCH USES 


Secured $29,000 by Creating a Sinking 
Fund Through Getting Forty En- 
dowment Insurance Policies 


INSURANCE 


NILES, MICH., April 15—The Cath- | 


necessary to | 


olic church here found it 
float a loan of $20,000 to be used in 
expanding the school. George R. 
Schulte called during the meeting of the 
trustees at which this matter was dis- 
cussed and presented to them the prop- 
osition of creating a sinking fund to 
offset this loan through life insurance. 
The plan was met with favor and it was 
agreed that. 40 members of the parish 
insure for $500 each on the 15 year en- 
dowment plan. Eighteen were examined 
and paid for their insurance on the first 
day of Mr. Schulte’s work. The balance 
of the 40 were secured very quickly and 
the entire loan has been underwritten 
in this manner. In addition to the poli- 
cies for the church, most of the men 
examined took a considerable amount of 
insurance cn their own personal account. 
Mr. Schulte writes for the Union Cen- 
tral Life. 


Cartoonist Takes Big Policy 


Frank H. Willard, the famous car- 
toonist who draws the “Moon Mullins” 


comic strip appearing in many of the | 


leading newspapers of the country, re- 
cently submitted his application to the 
International Life of Missouri for a 
$100,000 policy to be issued on the or- 
dinary life, triple option plan. 








Buys St. Louis Building 


The deal for the purchase of the 
four-story brick building on Broadway 
adjoining the Times building, Broad- 
way and Chestnut street, St. Louis, by 
the Quick Payment Old Line Life was 
consummated the past week. The con- 
sideration was not disclosed. It is 
understood that the purchasers. will 


erect a new building on the site to con- | 


nect with the Times building, which 
they purchased several months ago. 


Has Sales Promotion Department 


The Mutual Life of Illinois has ap- 
pointed A. D. Freyer manager in charge 
of the sales promotion department. Mr. 
Freyer has had many years’ experience 
with the Equitable Life of New York 
in various departments. The sales pro- 
motion department was created to as- 
sist the agency staff in establishing con- 
tacts with the public in various 
communities by means of circular letters, 
booklets, pamphlets and other advertis- 
ing material. Mr. Freyer at present is 
compiling a sales book for supervisors 
and general agents, offering a new way 
in which to present the sales talk and 
conduct the interview. 
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[NEVER forget that you 


occupation. 


fession. 





are a man, 
other fellow. 
belittled opinion of yourself 
nor of the beneficence of your 


and so is the 
Don’t get a 


You are a fire- 


side-defender, a protector of 
mothers and children. 


Be on equal terms with 
every man you meet. 
confidence in your bearing 
and take your rightful place 
as a member of a great pro- 


Carry 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 




















NOW OPEN . 


Write to 


or to 


G EQ R::G IA 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 
Francis L. Brown, Secretary, Rockford, Illinois 


R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 
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Central States Lite 


Insurance Company 
St. Louis, Mo. 





Agency Openings in 
ARKANSAS 
CALIFORNIA 
COLORADO 
FLORIDA 
IDAHO 
ILLINOIS 
KANSAS 
MINNESOTA 


MISSOURI 
MONTANA 
NEBRASKA 
NEW MEXICO 
OKLAHOMA 
SOUTH DAKOTA 
TEXAS 
UTAH 
WYOMING 





All Ages up to 65. 

Participating and Non-Participating. 
Standard and Sub-Standard. 
Disability and Double Indemnity. 


ASSETS: $7,000,000 
INSURANCE IN FORCE: $70,000,000 
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“‘Underwriters— 


Notice’”’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 
Promises and Percentages may be made 
to “glitter’>—BUT 


The real gold that an Agency contract 
puts into your pants pocket is the real 
measure of that contract. 





OPENINGS AT 
Eureka, Calif. 
Fresno, Calif. 
Santa Barbara, Calif. 
Fort Wayne, Ind. 
Indianapolis, Ind. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Mason City, Iowa 





DURING 1925 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
AGES— 


Pueblo, Colo. 1. For Agencies less than five years old 
Denver, Colo. $3,500. 
, || Grand Rapids, Mich. 2. For Agencies up to seven years old 
Cincinnati, Ohio $6,000. 
Columbus, Ohio 3. For Agencies over ten years old 
Dayton, Ohio $25,000. 
Springfield Ohio sagt 
i , 
Tulsa, Ola. REMEMBER THAT’S JUST 


RENEWALS!!1!! 


These men know how real gold 


Nashville, Tenn. 
Amarillo, Texas 


by a glitters—and they know it paid 
Norfolk, them to get and keep an Agency 


Richmond, Va. 
Roanoke, Va. 
Yakima, Wash. 
Wenatchee, Wash. 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $122,000,000 company 


contract that is right. 


For one like it write 
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COMMERCIAL MERGERS SUBSTITUTE 
EXPLOITING FOR CREATIVE MANAGEMENT 





NDER the heading “Are There 
Too Many Mergers? Exploiting 


Is Liable to Take the Place of 
Creative Management,” a writer in 
“Printers’ Ink” discusses the tendency 
towards mergers which is so much ap- 
proved by investment bankers, promo- 
ters, efficiency engineers and many rep- 
utable citizens. “The air,” says he, “is 
full of mergers and rumors of mergers. 
Several concerns have been kept busy 
lately buying space in newspapers to 
deny that they are about to be swal- 
lowed up by this or that giant combi- 
nation. Some of them don’t enjoy the 
rumors. Lately I have talked with sev- 
eral people who have just been merged, 
are about to take over a company, or 
have high hopes of soon putting over 
a merger. Their attitude, it seems to 
me, carries a real danger to that force 
of personal achievement, with profits 
made as a by-product of creative man- 
agement, which has built up the great 
nationally advertised businesses that we 
know, today.” 


Look for Established Names 
The writer goes on to say that the 


buyer wants to believe in somebody. 
He doesn’t know, nor can he ever be 
made to take a real interest in the 


great firms and investment bankers who 
put over big deals and take over old 
names. Quite naturally the big bankers 
are now looking for names which over 
a long period of years have come to 
mean fair dealing and good service. 
They are willing to pay real money for 
such names, to issue stock at three and 
four for one—often non-voting—to se- 


cure control and management. Then, 
what comes next? Often an entirely 
different sort of management. A sort 


of management which is often more in- 
terested in banking profits and fat com- 
missions than in how the product con- 
tinues to serve its buyers, more inter- 
ested in the stock market’s behavior 
than in responsibility of management 
towards the community in which its fac- 
tory is situated, or towards the financial 
well being of the workers who make 
the products. 

“When the banker comes in, he re- 
organizes the business to pay himself 
and associates a nice fat profit on the 
underwriting. He closes a plant which 
has offered employment for many years 
to several hundred people, and has a 
foreign factory take up the manufac- 
ture.” 

Lack Creative Management 


He points out that often the banker 
or broker does not have a proper un- 
derstanding of what creative manage- 
ment means. “The Optimist,” published 
by the Campbell Soup Company, after 
recounting the failure of one recent 
merger scheme, says: “The diversity 
of the lines represented in some of the 
proposed mergers would perhaps make 
possible great savings through the com- 
bining of sales forces, the establishment 
of warehouses and the merchandising 
of these multiple lines of product direct 
to the retailer; but the evils involved 
in the substitution of an exploiting for a 
creative management would far over- 
balance any economic advantages that 
might attach.” 


Need Trustworthy Men 


“We want men,” says ‘Printers’ Ink,’ 
“running industries in which the buyer 
can place his trust because they have 
grown up in the business. We want to 
believe in a man who has built up from 
small beginnings, has put his heart and 
the sweat of his brow into the business, 
who has placed his name behind it as 
a guarantee. It is high time to ask our- 
selves if the present hectic moments 
aren’t also liable to lead us to a time of 
too many mergers followed inevitably 
by the headache of the sprée. Bankers 


? 


can merge companies other men have 











built by slow steady adherence to sound 





merchandising ideals and practices. Byt 
bankers don’t always manage the com. 
panies in the same manner they were 
built after they have merged them. Cre. 
ative management builds slowly, making 
profits as a by-product of steady ser. 
vice. Exploiting makes quick profits 
which don’t last long and have a habit 
of ending in a crash. 


Splendid Gains Shown 


Insurance men who believe _ that 
wholesale mergers of insurance com- 
panies would prove beneficial would do 
well to study these observations. Last 
week THE NatioNaL UNDERWRITER pub- 
lished the figures showing the increase 
in insurance in force during the past 
ten years of the younger and medium 
size companies which were in the busi- 
ness ten years ago. Nearly every one 
showed splendid gains. There were 
also many companies which were so 
weak-kneed and weak-hearted that they 
did not stay in the business. They are 
forgotten, but virtually every one of 
them, if its management had been im- 
bued with the spirit of creative building, 
would be in business today. All the 


| trial and effort represented by them has 


gone for naught, because they did not 
stick to their business and fight it 
through. There was plenty of business 
to be had for them and ordinarily good 
creative management would have pulled 
them through. 


Views are Not Sound 


The men who advocate mergers of 
growing companies, on the basis of 
sound economics, are a good deal more 
hectic and unsound in their views than 
any company which tends steadily to its 
own business and fights its way along 
could possibly he. It is they who are 
unsound economically, not the manage- 
ments of companies who refuse to listen 
to them. 

All the companies, not merely the 
smallest ones, have an interest in the 
preservation of the principle of giving 


every sound, honestly-managed _insti- 
tution a chance to live. If the New 
England Mutual, the Massachusetts 


Mutual or the Mutual Benefit, mention- 
ing three of the best companies in the 
country, are going to accept this prin- 
ciple of merger, then it would be easy 
to show how economies could be e- 
fected by merging all but the greatest 
companies in the country into one. 
Years ago George W. Perkins was re- 
ported to have an idea of consolidating 
the New York Life, Equitable and Mu- 
tual Life into one giant New York 
company. 


Fears are Expressed 


Today, fears are frequently expressed 
that companies and combinations like 
the Metropolitan, Prudential, Travelers 
and Aetna might build such a great 
business and have such ramifications 
that ordinary companies like those men- 
tioned could not compete with them. It 
has been argued that the Metropolitan 
with its great industrial organization 
could easily write all the business in 
the country; or that the Travelers or 
Aetna with their ramifications in th: 
fire and casualty field, offering facili- 
ties which the single line companies can- 
not give, can make inducements to 
salesmen which will bring them the 
bulk of the business in time. 

There must be great companies, and 
always one biggest; but we protest 
against any set of capitalists or firm of 
brokers going about the country spread- 
ing the idea that legitimate small en- 
terprises in the life insurance business 
should not be given their chance and 
that they should be put out of business 
just because they are small and young. 
This is about as sensible as would be the 
contention that all males under 2! 
should be exterminated because tlicy 
are not yet full-grown men. 
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DANGER IN INDUSTRIAL 
PENSION PLANS SEEN 


Few Systems Are Founded on 
Scientific and Adequate 
Basis 


MENACE GETS ATTENTION 


Large Corporations Are Turning to 
Experts for Help in Solving 
Their Problems 


NEW YORK, April 15.—A very real 
and imminent danger of complete col- 


lapse threatens the great majority of 
industrial pension systems in this 
country. Several large pension sys- 


tems have already been abandoned and 
many others upon which hundreds of 
thousands of workers are confidently 
depending for support in their old age 
may sooner or later have to be given 
up entirely, unless immediate measures 
are taken to provide an adequate and 
scientific financial scheme to meet 
rapidly mounting costs. 
Few on Sound Basis 


Figures from a recent report of the 
National Industrial Conference Board 
show that out of the 245 largest and 
most representative pension systems in 
the country, only 24 claimed to be oper- 
ating on an actuarial and funded basis. 
Even these figures, however, present 
too bright a picture of present condi- 
tions. In fact, a prominent insurance 
executive and expert on pension mat- 
ters recently declared he did not know 
of six systems that any insurance com- 
pany would be willing to reinsure. But 
conditions are bound to improve, for 
the seriousness of the present situation 
has at last been recognized. A number 
of the largest corporations in the United 
States have recently called upon pen- 
sion and insurance experts to help 
solve their problem of establishing new 
pension systems or of overhauling and 
reorganizing their old ones on a sound 
financial footing. 


Is Universal Problem 


The general problem of pensions is 
a universal one in modern industrial 
society. It exists in almost every busi- 
ness enterprise, from the smallest to the 
largest. Every employer whose pay- 
roll carries the names of men who have 
grown old and infirm in his service is 
today paying pensions, whether he cares 
to recognize the fact or not. Such 
superannuated employes he cannot turn 
out into the street on account of his 
moral, if not his legal, responsibilities. 
lf he has no system of retiring them on 
reasonably ample pensions or grants of 
some kind, he must necessarily keep 
them on the payroll in “soft” jobs, as 
a reward of long years’ of loyal service, 
at a salary vastly greater than their 
actual economic worth. Every day 
employers come to realize more fully 
that such practices result in far more 
loss and waste than the mere amount 
ol salary involved. 

No Place for Inefficient 


In modern industry, built up cog 
within cog, one inefficient man can slow 
up the operation of a whole machine. 
Chere is no place for anyone who can- 
not carry his full share of burdens and 
responsibilities while working efficiently 
at top speed. Economy demands some 
humane scheme to free the machine en- 
tirely of those who act only as a brake 
upon its wheels. As has been well 
said, “the pension problem in industry 


S not a poverty problem; it is not a 
‘welfare’ problem; it is not a charity 
problem; it is a business problem 


bro ught about by the industrial revolu- 
10n The old and inefficient employe 





But as he cannot 
he must be pro- 


must be displaced. 
simply be turned out, 
vided for. 

Is Industry’s Duty 


If industry refuses to provide for him, 
the responsibility will be assumed by 
the community or the state as is done 
in most European nations and in a few 
of our own states. This extension of 
state activity, however, is generally 
looked upon as michievous because 
socialistic in tendency and as likely to 
produce all the waste, extravagance and 
corruption usually associated with 
bureaucratic government. There is 
small encouragement to be found in the 
state pension experiment of Argentina 
where 10 percent of the national payroll 
is monthly paid into the state pension 
fund. For these reasons, according to 
the report of the National Industrial 
Conference Board, “the prevailing opin- 
ion among American industrialists 
favors the voluntary assumption by 
private industry itself of such respon- 
sibility for the welfare of its personnel.” 


Should Be Secured 


When assumed, how can this respon- 
sibility be discharged in the best, surest 
and cheapest manner? Certainly not 
by such hand-to-mouth pension schemes 
as generally prevail today, systems in 
which appropriations from current in- 
come are made periodically to pay pen- 
sions which should have been provided 
for years ago when those employes now 
receiving pensions first came on the 
payroll. In other words, a pension 
promise should be secured by adequate 
and scientific financial arrangements 
made at the same time the promise is 
made. Payment should never depend 
on problematical future revenues. 

Is a Depreciation Charge 

When is a pension charge due? As 
every pension charge is really a depre- 
ciation charge on human machinery, it 
is due during the working life of the 


employe, and should be checked off 
annually like all other depreciation 
charges. This has not been done ex- 


cept in rare instances and only now is 
American industry beginning to realize 
that this depreciation charge which has 
been running against it for years must 
be offset immediately by providing some 
sure and ample means of meeting a 
great and rapidly growing capital 
liability. 
Insurance Way Best 

This can be accomplished scientifically 
in one of two ways. If it wishes to 
add to its activities and responsibilities, 
a corporation may fund its liability by 
establishing within itself a trusteed re- 
serve fund of an amount actuariall~v cal- 
culated to be sufficient for the payment 
of all pensions promised. If the cor- 
poration does not desire any added 
worries and responsibilities, it may pur- 
chase annuities from an insurance com- 
pany at a fixed maximum cost. This 
second plan has so many obvious ad- 
vantages possessed by no other that it 
was the one adopted last year by the 
New York Stock Exchange after a spe- 
cial committee had spent three years 
studying pension schemes in general. 
The recommendations of this special 
committee laid down these sound prin- 
ciples: 

Should Have Reserve Basis 


become convinced that a 
pension promise made today should be 
covered by financial provision made 
today, rather than left as a responsi- 
bility for a future board; in other words, 
that the system should be set up on a 
reserve basis in such a fashion that its 
assets may always equal its liabilities, 
and that if change or abandonment be- 
comes necessary or desirable in future 
years, such change or abandonment may 
take place without the breach of any 
promise or the deposit of any additional 
funds. 

“We have found that 
originally well conceived, 
grief because of changes in rates of 
mortality and seemingly minor altera- 
tions of benefits in later years without 
coincident financial provisions. We 


“We have 


many plans, 
have come to 
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THE DOORWAY TO OPPORTUNITY 








Four Points to Remember 
about 


NORTHWESTERN 
NATIONAL 


These four points in Northwestern 
National Service indicate that no 
stone is left unturned to offer agents 
every convenience that modern life 
insurance affords. 

l. Salary Savings 

2. Non-medical 

3. Substandard Service 

4. Group Insurance 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 
MINNEAPOLIS 
O. J. Arnold, President 


Insurance in Force Insurance Written 


Dec. 31, 1925 
$212,399,980 





















What the 


63rd Annual Statement 
Shows 


Assets of $368,818,073. 

Policyholder’s reserve (Massachusetts standard) 
of $316,383,808. 

Other liabilities $21,922,459, including policy- 
holders’ dividends of $11,250,000 payable in 1926. 

Surplus Assets $30,511,805; 9.6 per cent of the 
general policy reserve. 

The John Hancock Mutual writes all forms of Life, 
Endowment and Term policies for Business and Per- 
sonal Protection, Joint Life contracts, Total Disability 
and Double Indemnity, all the new forms of Group, 
Wholesale and Payroll Deduction, as well as Annuity 
contracts in various forms. 























Our organization is prepared to arrange life insur- 
ance protection to meet any need and specializes in the 
requirements of particular conditions and inheritance 
taxes. 
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New Jersey 


THE MIDLAND MUTUAL has just en- 
tered the state and has an attractive GEN- 
ERAL AGENCY proposition to offer expe- 
rienced life men who have ability to organize 
while doing personal writing. 


THE MIDLAND is famous for its low 
net premiums and high grade service. 


Write giving detailed information in first 
letter. 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its}Promises”’ 











The General Agency Plan 
has been followed by 


Atlantic Life 


Insurance Company 
RICHMOND, VIRGINIA 


in building a company which occupies an enviable 
position in life insurance circles. 


There is room in our organization for additional 
general agents who are anxious to build for them- 
selves and capable of taking advantage of real op- 
portunities available in: 


Michigan Texas 


Georgia 


* Apply to: 
William H. ‘Harrison, 
Vice President and Superintendent of Agents 











have further found that the experience 
in England, where pension plans have 
been long in existence, is that those ad- 
ministered by insurance companies are 
not only guaranteed as to their benefits 
but have actually in experience given 


greater money return for the invest- 
ment than the privately administered 
funds. 


“It is the consensus of opinion that 
pension funds conducted on a contribu- 
tory basis under which the employes are 
permitted to share in the cost and at 
the same time to increase their benefits 
are not only more highly appreciated by 
employes but serve as a desirable incen- 
tive to thrift.” 

These recommendations were adopted 
and the administration of the plan as 
established was given over into the 


hands of the Metropolitan Life. The 
plan provides that length of service, 
age and salary will determine the 


amount of the annuity to be paid each 
employe reaching the age of 65 or be- 
coming disabled after 20 years of serv- 
ice. ‘Those receiving $40 a week or less 
are entitled at the age 65 to an annuity 
of $1 a month multiplied by his number 


of years of service. Those receiving 
higher salaries are entitled to corre- 
spondingly larger annuities up to a 


maximum of $3 a month for each year 
of service. These service annuities are 
unconditional and independent of any 
payments made by employes. 
May Purchase Additions 

Ii any employe, however, wishes to 
become a contributor to the plan, he 
may purchase an individual income an- 
nuity by authorizing the Exchange to 
deduct each month a minimum of 3 
percent of his salary. If an employe is 
20 years old when he enters the plan 
and deposits the minimum of $3 a 
month until his retirement at 65, he will 
then have a monthly annuity of $45. If 
he deposits $5 a month, he will receive 
$76; if $10, $151 per month for the re- 
mainder of his life. 
In addition to purchasing greater 
benefits for himself through his own 
thrift, the employe in becoming a con- 
tributor also increases his service pen- 
sion, for the Exchange agrees to double 
its contributions during the time each 
employe is a contributor. Thus a man 
who is 20 when entering the plan and 
who makes the minimum $3 deposit a 
month until the day of his retirement at 
65 (supposing that his salary remains $40 
a week or less during that time), will 
receive an annual income of $1,625. If 
he had not been a depositor, his annual 
retirement income would only have been 
$540. 
Retains Rights to Income Annuity 


One provision of this contributory 
feature is of utmost importance. If an 
employe leaves the Exchange, he for- 
feits his rights to a service annuity but 
he retains his rights to all credits ac- 
crued on the income annuity, which he 
may take with him wherever he goes. 
He has three options. He may ulti- 
mately receive the full annuity by con- 
tinuing to make regular deposits to the 
insurance company until he is 65. He 
may receive a monthly income for life 
after 65 proportionate to the amount of 
the deposits already made, or he may 
receive all his deposits back in cash but 
without interest. 

“The time may come,” writes Ingalls 
Kimball, director of group annuities of 
the Metropolitan Life, “when each em- 
ploye will have an individual contract 
to which each of his successive em- 
ployers will make contributions. In the 
opinion of the writer the first duty of 
industry is to safeguard, by present de- 
posits, the future pensions arising out 
of present service. Its second duty, but 
one scarcely less serious than the first, 
is to make up as rapidly as possible the 
deficit caused by its failure to make de- 
posits in the past to protect promises 
made in the past. When these two 
duties have been met, it may be possi- 
ble for industry to allow each employe 
to carry with him when he leaves the 
service a certain portion of earned 
pension. 


” 





SHOWS GOOD GROWTH 





COMPANY HOLDS CONVENTION 
Agents of the Carolina Life Meet x 
Columbia for Annual Session— 
100 in Attendance 


COLUMBIA, S. C., April 14.—The 
annual agency meeting of the South Car. 





olina agents of the Carolina Life helg 
in this city, was attended by more 
| than 100 representatives. The oepany 
| which has its headquarters in Columbj 
| is represented by some 60 agents jn 
| Georgia and Florida. Twenty years ago, 
its agency force consisted of 15 men 
today it has more than 160 working 
for it. 

The morning session of the conven- 


tion was given over largely to the de- 


livery of addresses by officers of the 
company. Dr. Earle Boozer, medica] 
director; Ames Haltiwanger, assistant 


treasurer; W. A. Hantske, statistician: 





A. B. LANGLEY 
General Manager Carolina Life 


Fitz Hugh McMaster, assistant man- 
ager; A. B. L angley, general manager; 
A. K. Kohn, vice president; and former 


governor of South Carolina, Wilson G. 
Harvey, now manager of the old line 
life department, spoke. Mayor W. A. 
Coleman of Columbia made an address 


of welcome. John J. McMahan, state 
insurance commissioner; Chris C. 
Walker, president of the Columbia 


J. W. Walker, 


Chamber of Commerce; 


president of the Palmetto State Insur- 
ance company, addressed the agents 
briefly. 


Originally this company did only an 
accident and health business, but after 
building up a premium income of 
$1,500,000 it disposed of this business 
eight years ago and since then has done 
only an old line and industrial life busi- 


ness. This year from present indica- 
tions its income will be $1,000,000 or 
more. 


During the convention, A. B. Langley 
presented bonus checks to 26 agents ot 
South Carolina and Georgia whose work 
during the first quarter of the year war- 
ranted this recognition from the home 
office. 

The force of the company has recently 
been enlarged by the addition of former 
governor W. G. Harvey, since April 1 
in charge of the old line life department. 
After leaving South Carolina, Ex-Gover- 
nor Harvey went to Florida where he 
engaged in the real estate business. e 
returned from Florida the latter part of 
March and on April 1, assumed his new 
duties. 


———— 
— 








lowed by nearly 200 institutions of learn- 
ing in the United States through con- 
tracts with the Teachers’ Insurance & 
Annuity Corporation.” 





“This practice is already being fol- 
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LIFE INSURANCE BY STATES 








Business issued in 1925 and amount in force December 31, 1925, in various commonwealths 










































































LOUISIANA 
STATE LIFE 
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Group Case on Railroad ent of agencies; Walter May, vice-pres- I HE OT JTHERN TATES I IFE 
ident and agency secretary; G. B. Pat- 


The Chicago, Aurora and Elgin Rail- 


road Company which recently came 
under the management of Samuel In- 
sull and Associates, has entered into a 


co-operative arrangement with its em- 
ployes whereby each has an opportunity 
of taking out life insurance, together 
with dismemberment insurance on the 
group insurance plan. 

[his contract has been placed with 
the Sun Life Assurance Company of 
Canada. It covers approximately 500 
employes, and the total of the policy is 
$500,000. 

This follows the general insurance 
plan adopted in practically all of the 
companies under the management of 
Mr. Insull. 


Kansas City Life’s Denver Meeting 


Eighty agents and representatives of 
the Kansas City Life operating in Colo- 
rado and Wyoming under the super- 
vision of J. P. Allen, general agent, met 
at Denver for their annual agency con- 
a a 

_J. B. Reynolds, president; J. F. Barr, 
vice- cae and Walter Cluff, super- 
intendent of instruction, addressed the 
agents. The. Colorado and Wyoming 
general agency, according to Mr. Allen, 
Wrote $1,059,000 new business last 
month, 





Peoria Life’s Coast Meeting 


_Emmet C. May, president of the 
penis Life, accompanied by Henry 
oucks, vice-president and superintend- | 





| W. Va., 





tison, secretary and actuary, and Dr. 
F. A. Causey, associate medical director, 
spent last week in Los Angeles. In 
connection with this visit the final re- 
gional meeting of the “Bring Home the 
Bacon” contest was held in that city. 
Manager Lee R. James of the Los 
Angeles agency won third place in the 
contest, the Illinois and Michigan agen- 
cies qualifying for first and second 
places, respectively, over California. 
The home office party left Los Angeles 
for Peoria April 11. 


Superintendent in Honolulu 


Carlton S. Rathbone has gone to 
Honolulu as superintendent of the life 
department of the Home _ Insurance 
Company, which is the representative of 
the Western States Life in the island. 
Mr. Rathbone was formerly in the 
Fresno district of the company. 








Non-Medical in Washington 


The new law legalizing the writing of 
non-medical insurance in the state of 
Washington became effective April 7. 
Companies therefore not requiring medi- 
cal examinations on small policies are 
notifying their agents that this plan 
can be put into effect. 





George C. Perkins 
George C. Perkins, manager of the 
Mutual Life of New York, at Wheeling, 
\ will after May 1, be manager 
of the company at Newark, N. J. 





INSURANCE COMPANY 
ATLANTA, GEORGIA 











The South's Wealth 


The South's wealth is over $72,000,000,000; its farm 
products have a value of $6,350,000,000; manufac- 
tured products, $9,100,000,000, and its aggregate 
banking resources are $8,983,648,000. 


These figures analyzed mean that the South is a 
good place to do business. There is opportunity 
here for the insurance man who knows his product 
and is connected with a known company that 
understands the conditions peculiar to the territory. 


The South is The Southern States field—it knows 
its field—it has been in it, cultivating and serving 
it for twenty years. There are available to good 
men attractive agency openings in Alabama, 
Georgia, South Carolina and Texas. 














Wilmer L. Moore, 
PRESIDENT 
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Life Insurance Company 
of the United States 


HOME OFFICE 
1700 I Street, N. W., Washington, mA ©. 
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‘ ‘ HERBERT M. WOOLLEN, President 








SALES PLANS OUTLINED 





HOLLIS CLEVELAND SPEAKER 


Describes Methods Used to Develop 
Business Among Wealthy Prospects— 
Twenty-six New Members Added 


CLEVELAND, O., April 14—One 
of the largest and most enthusiastic 
gatherings of the year turned out to 
hear Clarence M. Hollis, Chicago man- 
ager of the George H. Beach Company 
talk on “Sales Plans that Have Worked 
for Me.” 

Mr. Hollis outlined the manner in 
which his company went about it to 
develop business, stating that it has 
experts who spend their entire time get- 
ting information about prospective 
clients, from which a comprehensive 
life insurance program is prepared, and 
then the matter of closing is also left 
to experts. 


Has Dinner for Prospects 


A new development of the plan is to 
call prospective clients together for a 
dinner lecture by one of the specialists 
of his company. This man gives an 
address on a man’s estate, pointing out 














the many factors which reduce the no, 
insurance estate, factors which sho; 
be taken into consideration in placing 
one’s estate in ideal shape, and showiy 
how it can be bequeathed with a mip, 
mum of loss. Detailed charts are gj. 
tributed on which information is fe. 
orded, which will enable the experts ;, 
make proper recommendations. Ty, 
plan has been found exceedingly effe;. 
tive, and has resulted in a large amoy: 
of life insurance business being dey 
oped and placed in force. 

Mr. Hollis recited numerous 2». 
proaches that he had found effective ;, 
gaining admission to men of large 3; 
fairs. To get by the “outer guard” wh 
demands information concerning i, 
nature of his business, Mr. Hollis states 
“T desire to see Mr. Brown in regard + 
some personal papers. When I have hi 
permission to tell you about them, | 
shall do so, but until then this will } 
impossible.” Mr. Hollis states that this 
approach has been found 100% effective 

Cooperation with trust companies was 
urged on the Cleveland underwriter 
as a lucrative source of new business 
Mr. Hollis also pointed out many im. 
portant considerations in the insurance. 
trust document. 

In a short business session preceding 
Mr. Hollis’ talk, a _ resolution was 
adopted endorsing the candidacy of Mr 
Walton L. Crocker, president of the 
John Hancock Mutual Life Insurance 
Company, Boston, to the directorate oj 
the Chamber of Commerce of the United 
States. 

Twenty-six new members were als 
voted into the association. 

Aid Advertising Club Drive 

Winslow Russell, vice-president of the 
Phoenix Mutual Life, has been appointed 
a member of the refinance committee oi 
the Associated Advertising Clubs of the 
World and is assisting in the drive for 
funds now being conducted in Hart- 
ford. Leon Soper, J. W. Longnecker 
Clarence T. Hubbard, George Crosby 
and all the Hartford insurance adver- 
tising men are behind the move which 
includes enlarging the Better Business 
Bureau idea as a means of ousting 
fraudulent advertising and the insurance 
interest is actuated as a further assault 
against spurious investments. 

Big Chicago Policy 

The Travelers has issued one of the 
largest policies it has ever written on the 
“life expectancy plan” on the life of 
Axel Lonquist, well known realtor and 
subdivider in Chicago. 

Mr. Lonquist has taken insurance 
amounting to cver $1,250,000, whici 
places him on the list of America’s 
large life policyholders. The insuranc* 
was placed through the life department 
of the Bartholomay-Darling Company, 
general agents for the Travelers i 
Chicago. 


Metropolitan’s Influenza Claims 


More claims were paid by the Metro- 
politan Life on March 30 than on any 
day since the influenza epidemic in 1918. 
On that day 2,024 claims were paid for 
a total of $437,086. The causes 0! 
death have not yet been analyzed, but 
it is believed that the large number 's 
due to influenza and attendant pneu- 
monia. ° 
During the week of March 22, 7,789 
claims for $2,058,528 were paid-as com- 
pared with 6,208 claims for $1,506,769 
paid the same week last year. 


Mid-Continent Life’s Gain 

The first quarter of the year an i 
crease of 13 percent over the first three 
months of 1925 is announced by Edwin 
Starkey, vice-president and agency man- 
ager of the Mid-Continent Life of Okla- 
homa City. In March the company 
wrote $1,375,930 paid-for business. 


C. D. Rodman, Resigns 
C. D. Rodman, general agent for the 
Northwestern Mutual Life at Louisville, 
has resigned and is succeeded by Roy F. 
Clendenin, associate general agent # 
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REVISION COMPLETED 


NEW DRAFT OF DISTRICT CODE 


Passage Still Possible If Congress Stays 
in Session Long Enough to 


Act on It 
WASHINGTON, April 15.—Insur- 
ance Superintendent Baldwin of the 


District of Columbia has announced that 
he expects to have the revised draft of 
the proposed insurance code for the dis- 
trict completed and before the District 
committees of both houses of Congress 
within a few days. A number of hear- 
ings have been held by the committee 
so that the snarls have about been 
ironed out. 

No Trouble With 


No trouble was met in shaping up the 
life insurance part of the code. The de- 
partment is not including fraternals in 
its provision, as the National Fraternal 
Congress is back of a bill taking care of 
this class. 

It is expected that the final draft will 
be acted on favorably by both commit- 
tees so that it can come up for action 
any time. If Congress continues in ses- 
sion long enough, there is a fair possi- 
bility of its being passed. The senate 
is likely to act on the code very soon. 


Life Part 





NEW ADVERTISING DIRECTOR 





Clinton V. Pickering Succeeds Harry 
E. Houghton in Sales Promotion 
Department of Aetna Life 





HARTFORD, CONN., April 14.— 
Harry E. Houghton, for the past 12 
months director of the sales promotion 
and advertising section of the Aetna 
Life, life department, has submitted his 
resignation to take effect May 1. He 
will become general sales manager for 
the Sesamee Company, a new Hartford 
enterprise formed to manufacture and 
distribute keyless locks. 

Mr. Houghton will be succeeded by 
Clinton V. Pickering, assistant manager 
of the sales promotion and advertising 
section. Mr. Pickering is a graduate of 
the Columbia University School of 
Journalism, and has spent six years in 
advertising work, two of which have 
been with the Aetna Life. 


Changes Plan of Convention 


The Ohio National Life originally 
decided to hold its annual agency con- 
vention at Chattanooga, Tenn. Instead 
it will go to Conneaut Lake Park, 
Pennsylvania, Aug. 30. 


Woodworth Registration Chairman 

Frederick G. Woodworth of the John 

ancock Mutual, former president of 
the Philadelphia Association of Life 
U nderwriters, has been named as chair- 
man of the committee on registration 
tor the convention of the National As- 
sociation to be held at Atlantic City in 
September. , 


Raise St. Louis Companies’ Assessments 


An additional assessment of $3,000,- 
000 on the personal property of insur- 
ance companies with home offices in 
St. Louis, has been added to the books 
ot the city assessor by the board of 
tax equalization The companies will 
carry the fight to the supreme court of 
the state. 

Apparently there is no serious hope 
ol torcing the companies to pay, for the 
tax board before adjourning adopted 
a resolution asking the state tax com- 
Mission to prepare and submit to the 
next general assembly a bill providing 
for the taxation of domestic insurance 
companies on the basis of their capital 
Stock as was provided by statute prior 
to 1911. Since that date companies have 





been assessed on personal property but 
reserves, etc., were exempt. 





Hering Is Assistant Secretary 


W. J. Hering has been appointed as- 
sistant secretary of the Public Savings 
Life. He entered its service Oct. 31, 
1910, as manager at South Bend, Ind. 
He has been agency organizer, general 
superintendent, home office inspector, 
auditor, manager of industrial and ordi- 
nary department, head of the personnel 
of the home office, supervisor and divi- 
sion manager. 





STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912, 

Of THE NATIONAL UNDERWRITER, 
Life Insurance Edition, published weekly 
at Chicago, Illinois, for April ist, 1926. 


State of Tllinois, 
County of Cook. § **- 


Before me, a Notary Public, in and for 
the state and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who 
having been duly sworn according to 
law, deposes and says that he is the 
Business Manager of The National Under- 
writer, Life Insurance Edition, and that 
the following is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act of 
August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

That the names and addresses of the 
publisher, editor, managing editor and 
business managers are: 

Publisher—The National Underwriter 
Co., New York, Cincinnati, Chicago. 


Managing Editor—C. M. Cartwright, 
Evanston, Il. 
Associate Editors—H. J. Burridge, 


F. A. Post, C. C. Nash, Jr., Chicago, TIl. 

Business Manager—John F. Wohlge- 
muth, Hinsdale, Tl. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one percent 
or more of total amount of stock. If 
not owned by a corporation, the names 
and addresses of the individual owners 
must be given. If owned by a firm, 
company, or other unincorporated con- 
cern, its name and address, as well as 
those of each individual member, must 
be given.) 

The National Underwriter 
York, Cincinnati, Chicago. 

E. J. Wohlgemuth, Cincinnati, Ohio. 

Cc. M. Cartwright, Evanston, Il. 

H. J. Burridge, Chicago, Il. 

Cc. W. Wadsworth, Chicago, Ill. 

John F. Wohlgemuth, Hinsdale, Ill. 


Co., New 


H. M. Diggins, Cincinnati, Ohio. 
R. E. Richman, Cincinnati, Ohio. 
3. That the known _ bondholders, 


mortgagees and other security holders 
owning or holding 1 percent or more of 
total amount of bonds, mortgages or 
other securities are: (If there are none, 
so state.) 

None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they 
appear upon the books of the company 
but also, in case where the stockholder 
or security holder appears upon the 
books of the company as trustee or in 
any other fiduciary relation, the name of 
the person or corporation for whom 
such trustee is acting, is given; also 
that the said two paragraphs contain 
statements embracing affiant’s full 
knowledge and belief as to the circum- 
stances and conditions under which 
stockholders and security holders who 
do not appear upon the books of the 
company as trustees, hold stock and se- 
curities in a capacity other than that of 
a bona fide owner; and this affiant has 
no reason to believe that any other per- 
son, association, or corporation has any 
interest direct or indirect in the said 
stock bonds, or other securities than as 
so stated by him. 

5. That the average number of copies 
of each issue of this publication sold or 
distributed through the mails or other- 
wise, to paid subscribers during the six 
months preceding the date shown above 
.(This information is re- 
quired from daily publications only.) 

JOHN F. WOHLGEMUTH, 
Secretary. 

Sworn to and subscribed before me 
this 8th day of April, 1926. 

JOHN B. BERENSCHOTT, 


(Seal) Notary Public. 





























































SUN LIFE 
ASSURANCE COMPANY 


OF CANADA 


A BILLION DOLLARS 


of life assurance in force 


ASSETS - - - $300,000,000 


5.4% 


Interest on policy proceeds, profits, 
etc., left with the Company 





















































A Better Fulfillment 
of Life Reinsurance 


Needs 
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CONDITION—DECEMBER 31, 1925 


Date... scssenagbdeciendtéesvesseocecesesstecosest $ 8,019,646.55 
BD cesonceseccens 7,166,856.74 
Capital and Surplus...... 852,789.81 
Insurance in Force.......... 69,037 822.00 
Ambitious Men of Sales Experience Will Be Interested in the Liberal Agents Con- 


tracts We Are Offering. 
Good Openings for the Right Type of Men. 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. Denver, Colorado 
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Among. the six legal reserve life 
insurance companies in Wiscon- 
sin, in the matter of business in 
their home state, Gét#astite ranks: 


Total in force in Wisconsin - 
New paid for in 1925 - - - 


Gains in outstanding 
insurance, 1925 - - - = 


Ratio of gains to paid 


( tidal ae: 


And Guardian is the youngest 
legal reserve Wisconsin company. 


If that means anything 
at all to you, gentle 
reader, it means 
a lot! 


Correspondence relating 
toagency connection may 
be addressed to Benj. S. 
Beecher, Vice-Pres., at the 
Home Office, Madison, 
Wisconsin, or to George 
A. Boissard, President. 





Insurance Company 


Madison, Wisconsin 
1 West Main Street 


TELLS SERVICES TRUST 
COMPANY CAN RENDER 


Will Often Close Big Cases Where 
Agent Might Fail 


SOLUTION TO PROBLEMS 


Milton L. Woodward Tells Value of 
Seeking Cooperation in Meeting 
Needs of Clients 





BY MILTON L. WOODWARD, Detroit 
General Agent Northwestern Mutual 


The most common kind of life insur- 
ance trust is what is known as the un- 
funded. Here the insured, known in 
trust company parlance as the settler, 
names the trust company as beneficiary 
trustee, and enters into a written trust 
agreement with the trust company 
whereby he issues directions as to how 
the proceeds of the policies shall be 
settled at his death, as, for instance, 
how the income from the trust will be 
paid and what disposition will be made 
of the principal and to whom it will 
eventually go. The old and the new poli- 
cies may or may not be deposited with 
the trust company. The trust agree- 
ment is drawn up. The insured, or set- 
tler, pays the premiums and the trust 
company does not function until the.in- 
sured dies and the policies become a 
claim. 

Suppose, for instance, Mr. Jones car- 
ries $45,000 of insurance. He is a mar- 
ried man, and kas three children, two 
boys and a girl. What the future will 
reveal, no one knows. He imagines 
many situations that might occur. He 
desires Mrs. Jones to have the income 
from the trust payable to her quarterly. 
He wants her to have the privilege of 
having a limited amount of the prin- 
cipal in any year, when the judgment 
of the trustee deems a withdrawal nec- 
essary. He wants to give his wife the 
privilege of putting her children through 
school, and to withdraw such amounts 
as are necessary for the education they 
are to pursue, whether it be a short 
college course, or possibly one of six 
years’ duration. Should the wife die, he 
wants the daughter to have an income 
for life, but with a withdrawal privi- 
lege of a limited amount any time, if 
the trustee deems it a worthy reason. 


Need Discretionary Powers 


His wishes are that his sons have 
their share in cash at certain ages, pro- 
vided they show an aptitude and ability 
to use it judiciously, such as buying a 
business or procuring a share in one 
run by another. Here wide discretion- 
ary powers are needed. No institution 
but a trust company could handle a sit- 
uation like this. An agent who had 
for a client one like this one mentioned, 
who would produce many contingencies 
that he would want properly dealt with, 
could but suggest that a trust company 
act as the trustee of the life insurance 
funds. He would more quickly cinch 
the sale, and avoid possible competition 
if he brought his client to the trust 
company or had one of the trust com- 
pany men go in to see his client. 

Where a policyholder has contracts 
in many different companies, and the 
plans he desires carried out are compli- 
cated, there, too, his interest will be 
better served if a trust company handles 
the proceeds according to a prearranged 
trust agreement. Many companies dif- 
fer materially in their modes of settle- 
ment, and the average life insurance 
man should not assume the responsi- 
bility of keeping up to date the proper 
endorsements necessary on each of the 
numerous policies, as conditions would 








warrant. Here the trust company 
method would be much easier, as the 





—_ 
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proceeds from each policy could be pay. 
able to the trust company as one unit 
It is easily seen that where a client Car- 
ries numerous policies and revision 
settlement provisions becomes neces. 
sary, as at the happening of births or 
deaths, or where a man’s plan of the 
distribution of his insurance estate js 
very complicated, and where discretion. 
ary powers should be exercised, the 
trust company service every time should 
be suggested. 
Companies’ Powers Limited 


Some time ago, the Association of 
Life Insurance Counsel appointed 4 
special committee to investigate aj] 
phases of this matter. This committee 
reported to its parent body, and the 
report makes specific reference to the 
fact that “No mode of settlement should 
be entered into under which the (life 
insurance) company would be required 
to exercise discretionary powers or be 
obliged to see that the proceeds of the 
policies are applied to any particular 
purpose. There should be certainty 
with respect to the amount payable, the 
time of payment, and the persons to 
whom payment is to be made. If in- 
terest is to be paid, a minimum rate 
should be named in order to prevent 
disputes and questions of accounting. 
Simplicity and brevity should be urged 
and no mode of settlement adopted the 
carrying out of which in the future js 
likely to embarrass or cause undue dif- 
ficulty to the company.” 

Suppose Mr. Smith names his wife as 
beneficiary on a $25,000 policy and di- 
rects that she receive interest on the 
proceeds during her lifetime. He names 
his son as contingent beneficiary. He 
gives his wife the option of taking all 
or any part of the cash at any time. 
He gives the boy the same privilege 
after reaching age 35. What, ordinarily, 
would prompt Mrs. Smith to disturb 
this fund? Undoubtedly, the offering of 
some fly-by-night promoter, or pos 
sibly a person well intentioned in feel- 
ing that his offering would be one that 
would give her a larger interest return, 
as well as good security value. Here 
the trust company method would serve 
best. The trust company could receive 
the interest payments from the insurance 
company for Mrs. Smith. Should she 
desire the cash, it could only be taken 
if for a worthy cause, and the competent 
investment counsel of the trust company 
would, of necessity, be at her disposal. 

Solved the Problem 

Recently I was talking with a client 
whom I had served several times. My 
approach was along the line that he and 
the other key man in the closed corpora- 
tion they practically own should take 
out life insurance so as to enable the 
survivor to buy out the stock interest 
of his partner when a death occurred. 
There were many angles to the situa- 
tion. I finally said I could not give him 
as competent advice as could a trust 
company and that I thought a trust 
company should, of necessity, and for 
their best interests, come into the pic- 
ture. He spoke of knowing an official 
of one of the Detroit trust companies, 
and the three of us got together the 
same afternoon. I told the trust official 
the situation and what I had suggeste/), 
and he made my client see the flaw in 
his business better than I could. He 
was disinterested to a great extent, 
while I wanted to make the sale. To 
make a long story brief, the sale was 
consummated that day for $25,000. apiece 
and had I not brought a truspe mpany 
into my plans, I am very sure the pro- 
tection would not be in force today. 

Another case was a closed corpora- 
tion consisting of three men. I do not 
recall how many times I talked with 
ihem, but each time they could not see 
the way to solve their problem, . nor 
could I. Finally I suggested that trust 
company cooperation, as well as legal 
talent, should be enlisted. The three 
parties are associated in the advertising 
business. Each own one-third of the 
stock. The business, as conducted 7 
them, is specialized, and depends up: 
their own personal effort. One or more 
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parties may die, and their estate be- 
came interested. Therefore, a mutual 
agreement is desired to continue the 
Fusiness as effectively as possible, in 
event of such contingency. 

Each party endorses his stock and 
delivers it to the trust company. The 
trust company will issue back to them 
trustee’s certificates therefor, with vot- 
ing rights. These certificates are sub- 
ject to all terms of the agreement. Each 
party agrees to sell his stock to the 
survivors. The trustee is empowered 
to effect such transfer. If any party 
dies in 1926, his estate will sell to sur- 
yivors, at the price, we will say, of 
$125 per share, payable within 60 days 
after death to the trust company. The 
stock remains with trusfee until pay- 
ment is made. Proportionate deliveries 
may be made. . Survivors agree to buy 
at $125 per share. If payment is not 
made within 60 days, trustee may sell 
the stock, free of the agreement. If less 
than $125 per share is realized, survivors 
agree to make up any deficiency. Each 
year the parties submit a price to govern 
for the ensuing year. The last named 
price governs, if they fail to submit a 
new one. 

Insurance Furnishes Money 


To carry out the agreement, first and 
third parties agree to procure $25,000 
insurance on the life of second party, 
payable to the trustee, they paying the 
premiums. This money is to apply on 
the purchase price of the stock interest 
of second party at his death, they to 
make up any difference. Similarly, first 
and second parties insure third party 
and second and third parties insure 
first party. If one party dies, sur- 
vivors can determine whether to con- 
tinue the agreement between them- 
selves. If they decide to terminate it, 
they may cancel the remaining policies 
and one-half the cash surrender of each 
policy goes to the decedent’s estate. 
Each survivor gets one-half the cash 
surrender value on the life of the other. 
If the agreement is continued, they pay 
proportionate cash surrender value to 
said estate. Agreement can also be ter- 
minated by all three, if desired. 

If any party dies, trustee calls in his 
trust certificate. Each party retains one 
share as a qualifying share, but such 
share is also bound by agent, and may 
be called in at death. If new stock is 
issued, it must also be deposited, and 
like trustee’s certificate issued. If any 
party withdraws from the firm, he gives 
the other two a 30-day option at the 
upset price. If exercised, method of 
payment is specified. This agreement 
is binding upon the heirs, executors, et 
cetera, of all parties. 

Mention is made of the points of this 
agreement to prove how helpless the 
average life insurance salesman would 
have been had he attempted to see 
through this deal without the counsel of 
men trained for this work. Personally, 
I would have been shy the credit for 
$75,000, had I attempted this task single- 
handed. 

_ Making a trust company trustee of 
insurance proceeds insures the following 
privileges: (1) Offers policyholder ab- 
solute freedom as to how the proceeds 
will be distributed; (2) Makes it easier 
to handle the proceeds of many dif- 
ferent policies in many different com- 
panies; (3) Effects important tax econo- 
mics; (4) Brings family in close contact 
with trust officer before death, so 
they will not have to do business with 
total strangers; (5) Guarantees intelli- 
gent handling of an estate, the care of 
interest, reinvestment, etc.; (6) Makes 
it possible for a dependent woman to 
have a relationship with a sound finan- 
cial institution, which at all times is 
capable of giving good advice; (7) Al- 
lows use of principal at times, subject 
only to discretion of trust company; 
(8) Avoids legal delays incurred in 
handling a will; (9) Prevents swindlers 
Irom getting at fund; (10) Offers policy- 
holder opportunity of appointing son as 
cotrustee, to be effective when he 
reaches majority, thus affording him an 
early business training. 
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— 
JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 

company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


_ He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 

In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel}, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 





From address of R. W. Stevens, President, 
illinois Life insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 





The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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performs a useful function in giving the 
company stability during its early years. 

The stockholders of these companies 
should receive a fair return on their in- 
vestment but if the time comes when 
they wish to sell, then the plan should 
be worked out, if the company is large 
enough, to sell it to its own policyhold- 
ers, rather than to become part of a 
merger. ; 

Tue NationNAL UNDERWRITER sees in 
the growth of this merger idea one of 


the menaces to the development of 
wonderful life ‘ insurance _ institution 
which will become one of the great 
achievements of American social enter. 
prise. The builders of this great instity. 
tion will in large part be the officers ang 
agents of what are now the younger and 
smaller companies, who have a higher 
ambition than to permit their companies 
to go out of business, even at a tem- 
porary outfit. They realize the respon. 
sibilities committed to them. 











| PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 











In Combination with 1 National 





Subsarigtion Price, $3.00 a year; in Canada, $4 
Inderwriter (Fire nice) 3 


le Copies 15 cents 
a year; Canada $7.50 




















Are There Too Many Companies? 


THE statement that there are too many 
companies in the life business may or 
may not be true. Time alone can tell 
whether there is enough business for all 
the companies in the field. This feature 
is merely an incident in the campaign 
of Tue Nationa UNberRwRriTeR against 
the outside manipulators, brokers and 
consolidators who are out trying to dis- 
turb various companies with offers to 
buy their stock or effect consolidations. 
Banker control in business has been 
found to be generally a bad thing and 
the same thing applies to the brokering 
and buying of companies by those whose 
main idea is profit and who are actuated 
by this instead of by the actual needs 
of the companies on which they attempt 
to operate. 

It is a safe assumption that the man- 
agement of a company itself knows when 
the time has come,that it can no longer 
‘continue successfully. It may be de- 
pended upon to take the necessary steps 
without urging and stimulation from the 
outside. Undue manipulation has been 
more often the cause of promising plants 
being discontinued or merged than the 
inability of the company to carry on 
successfully. 

We do not believe it is necessary that 
all successful companies should be large 
and operate over an extended territory. 
That myth was exploded years ago. We 
forget that there are hundreds of frater- 
nal orders much smallet than any of the 


life companies. Why should not legal 
reserve companies operate continuously 
as local institutions also? There is no 
conflagration hazard as in fire insurance 
and no reason why a life company 
should not operate, like a bank, in a sin- 
gle city, if it can get enough business 
to justify it. We do not advocate carry- 
ing the small company idea to this 
length but we do not really see why 300 
companies are too many for this great 
country of ours. 

The statement that the smaller com- 
panies charge more for their insurance, 
give less liberal policies, and that their 
security is inadequate will hardly be 
borne out by a study of the “Unique 
Manual Digest,” which gives all this in- 
formation. The rates and values of the 
smaller companies are about the same as 
those of the medium-size, well-estab- 
lished non-participating companies. We 
know of small companies paying salaries 
to their chief officer well under $10,000, 
rent of $150 or $200 a month, earning a 
high interest rate on their investments, 
enjoying a low mortality, and growing 
at a good rate without depleting their 
surplus. The proof of the pudding is in 
the eating. 

Even Mr. Best has not yet said whose 
fifteen million dollars he represents and 
the insurance public does not know who 
is going to own the combination of com- 
panies which he claims that he has se- 
cured. 


Objection to Commercialized Plan 


THe real objection to the consolida- 
tion and merger scheme being put forth 
by A. M. Best and others in life insur- 
ance is that the result would be to place 
the burden of an unnecessarily large 
capital stock, on which dividends would 
have to be paid, upon the policyholders 
and business at large. The price paid for 
stock in deals that have been made have 
been so large, and the merger plans are 
frankly profit-making ventures, it is fair 
to assume that still larger capitalizations 
and heavier interest charges would re- 
sult through re-financing. 

Mr.. Best scorns the idea that the 
younger stock life companies are being 
run for anything but profit, and there- 
fore considers them legitimate game for 
barter and sale, like any other commod- 
ity. He evidently sees no reason why 
he should not go in and make all the 
money he can on any deal that he can 
bring about. It is just this attitude to 
UNDERWRITER ob- 
It feels that life insurance should 


which THe Nationa. 
jects. 


not be commercialized to this extent. 
There are probably not many man- 
agers of smaller companies that have 
this extremely commercial view of their 
institutions. Some of them, at least, 
have the view, in which THe NATIONAL 
UNDERWRITER coincides, that if they are 
to be sold out and the stockholders are 
to withdraw their investments, they 
should be sold out to their own policy- 
holders, as has been done in the case of 
some of the largest companies in the 
country, and mutualized. THe NATIONAL 
UNDERWRITER sees in the development of 
many companies throughout the west 
and south not a purely commercial en- 
terprise but in part at least a desire to 
establish representative institutions for 
their respective sections. THe NATIoNAL 
UNbDERWRITER does not take sides as, be- 
tween stock and mutual companies, but 
it believes that the average young and 
small companies as a rule are better off 
as stock than as mutual companies and 
that in these companies the capital stock 








Being the natal day of its president, 
Edmund Strudwick, the Atlantic Life 
designated April 17 as Strudwick Day 
and requested that each agent turn in 
one or more applications as a compli- 
ment to their president. President 
Struckwick rounds out 71 years on that 
day. 

Robert E. Sweeney, for some years 
associate agency manager of the State 
Life of Indianapolis, has been elected 
a director and a vice-president of the 
company succeeding the late W. C. 
Bobbs. Mr. Sweeney has spent prac- 
tically all of his business life with the 
State Life of which his father, A. M. 
Sweeney, was the first president, work- 
ing up through various positions in the 
home office. Through his connection 
with the agency department he is well 
and favorably known to the company’s 
representatives throughout the territory 
in which it operates and they are 
pleased with his advancement to a vice- 
presidency. 


O. J. Lacy, vice-president in charge 
of agencies, of the Minnesota Mutual 
Life, has recently returned to the home 
office, after practically two months of 
holding sectional meetings in the com- 
pany’s yy ty and western agen- 
cies. Ray P. Cox, the company’s man- 
ager of western agencies, accompanied 
him as far as California, via the northern 
route. Sales schools were conducted in 
each of the agencies visited. 


Mr. and Mrs. Laurence Moore Wil- 
liams of New Orleans have issued invi- 
tations to the marriage of their daugh- 
ter, Katharine Seyburn, to Theodore 
Milton Simmons on the evening of April 
28, at Christ Church Cathedral. Mr. 
Simmons is assistant superintendent of 
agents and head of the accident and 
health department of the Pan-American 
Life and a son of Dr. E. G. Simmons, 
vice-president of the company. 


Commissioner Wesley E. Monk of 
Massachusetts was reappointed com- 
missioner for another three-year term 
by Governor Alvan T. Fuller last week 
and the appointment was confirmed un- 
der a suspension of the rules by the 
governor’s council. 


John J. Moriarity, vice-president of 
the Missouri State Life, who is in charge 
of the agency department, is recuperat- 
ing at Biloxi, Miss., from his recent 
nervous breakdown. He is expected to 
be back on the job next week. 


Those who have come in contact with 
W. R. Pressnall, who has been assistant 
secretary and assistant treasurer of the 
Farmers National Life of Chicago, are 
pleased at his election as executive vice- 
president. President Ben F. Biliter of 
the company a few years ago decided to 
retire from business. At the urgent re- 
quest of many connected with the Farm- 
ers National he became president early 
last year. Now that the affairs of the 
company are in a satisfactory condition, 
he desires to throw off some of his re- 
sponsibilities and hence the position of 
executive vice-president was created, 
making Mr, Pressnall the active head 
of the organization. Mr. Pressnall has 





practically done the work of the secre- 





tary and treasurer, as both offices are 
held by non-residents. He has also been 
office manager. In this way Mr. Press- 
nall has gotten an all around experience 
with the company. 

Lee Harvey McDill, manager of the 
Nashville district of the National Life 
and Accident Insurance Company, a 
member of the “old guard” with the 
company accorded a signal honor by 
Nashville church leaders on April 11, 
when more than 600 men, representing 
seven Sunday schools and a number oi 
civic, social and Masonic organizations, 
gathered to pay him tribute. 

Mr. McDill, unaware that anything 
unusual would mark the service Sun- 
day morning, went quietly about his 
routine of the day and lectured to his 
class, unmindful of the ever-increasing 
crowd of notables filling the church 
auditorium. It was “McDill Day” at 
the church, but the day’s program had 
been kept secret. 

Hundreds of people arrived in two 
divisions immediately prior to the time 
the eulogy was to begin. One division 
was led by fifty uniformed city police- 
men and the other by as many city 


firemen. 
The lines of march extended two 
blocks. At the head of each delegation 


a banner floated, emblematic of the day 
and the occasion. Many carried large 
floral tributes, for the unsuspecting 
honor guest. The church was soon 
filled to overflowing. 


Mr. and Mrs. Thomas W. Blackburn 


returned from their Mediterranean 
cruise on the Aquitania, arriving in 
New York April 10. Mr. Blackburn 


proceeded home immediately and was 
at his desk Monday morning. The 
cruise was a delightful one, covering a 
vast ‘amount of territory ‘and _ repre- 
senting something like 16,000 miles ot 
travel. 


During his absence he visited the 
Madeira Islands, Gibraltar, Granada 
(Spain), Algiers, Nice, Monte Carlo. 


Tunis, Palermo, spent a week in Egypt. 
five days in the Holy Land and visited 
Constantinople, Athens, Cataro, Venice. 
Syracuse, Rome, Florence, Milan and 
Paris and London, and sailed from 
Southhampton for Some April 3. 


Frank M. Shell, ‘qpocial agent for the 
Midland Life of Kansas City, died at 
his home there at the age of 65. Death 
was caused from the effects of carbon 
monoxide gas, the third death from 
that cause in that city last week. Mr 
Shell was found sitting at the wheel of 
his car in the garage at the rear of his 
home. When found the doors of the 
garage were ajar and the engine had 
stopped running. 

Mr. Shell had been with the Midland 
Life for something over eight years 
At one time he was agency supervisor 
traveling over the states covered by the 
Midland. At the time of his death he 
was special agent, working out of the 
home office. 


The same popularity which made 
possible for Hugh E. VandeWalker 0! 
Ypsilanti, Mich., to set a world’s record 
recently for life applications taking dur- 
ing a stated period reelected him a: 
mayor of Ypsilanti at the spring elec- 
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tions last week. Mr. VandeWalker, who 
is state manager for the Peoria Life, 
defeated Mrs. Maria Hall for the office 
by a two to one vote. 


W. W. Willis, manager of the Con- 
necticut General in Chicago, is now rap- 
idly recovering from his long illness. 
Although he has undergone operations, 
he expects to leave the hospital within 
a week or so. 
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MONTANA LIFE APPOINTMENTS 





Several New Agencies Named and Old 
Plants Reorganized in Develop- 
ment of Territory 





The Montana Life has appointed Earl 
Gustaves and Jeff Dunn, former leading 
producers with the Idaho Life before 
that company was purchased by the Oc- 
cidental Life of California, general 
agents with headquarters at Boise, Ida. 
They will operate under the name of 
Gustaves-Dunn Agency, covering south- 
eastern Oregon, southwestern Idaho, 
and later when the Montana Life enters 
Nevada, the northern part of that state. 
Leslie D. Hayford, formerly at Boise 
with the State Life of Great Falls, has 
also been appointed a general agent for 
Boise and tributary territory. He will 
concentrate upon city business and at- 
tempt the development of the smaller 
territory while the Gustaves-Dunn 
agency will devote more of its efforts to 
writing insurance among the stockmen. 

The Montana Life recently appointed 
a new agency at Los Angeles, composed 
of A. Goldring, one of the leading pro- 
ducers of the Metropolitan in the Los 
Angeles district, and M. A. Suran of 
the firm of M. A. Suran & Co., for many 
years a general insurance agency. They 
will operate under the name of Gold- 
ring & Suran. 

L. W. Heath has been appointed gen- 
eral agent for the Colorado Springs- 
Pueblo district in Colorado. Mr. Heath 
comes from St. Louis, where he was 
engaged in life insurance work. 

The G. W. Coffman agency has been 
reorganized as the Coffman-Nichol gen- 
eral agency, representing the company 
in western Montana. W. F. Nichol, the 
new member of the agency, has lived in 
western Montana many years and for 
eee years has been with the Equit- 
apie. 


Herbert M. Agler 


Herbert M. Agler has become con- 
nected with the E. S. Bramble agency 
of the Kansas City Life in Michigan as 
associate state manager. He was for- 
merly credit manager of the Olds Motor 
Works, a position he held for six years. 





C. R. Kellenborn 


A general agency has recently been 
placed in charge of C. R. Kellenborn at 
Nampa, Ida., for the Minnesota Mutual 
Life. He has had several years of life 
insurance experience, more recently with 
the Idaho Life. 





Damon G. Douglas 


Damon G. Douglas, who has been 
district manager for the Northwestern 
Mutual Life at Augusta, Ga., has been 
transferred to the Atlanta office. Mr. 
Douglas’ successor has not as yet been 
appointed. 


Charles A. Steadman 


The Philadelphia Life appointed 
Charles A. Steadman, State supervisor 
of northern New Jersey, with offices at 
Montclair. Mr. Steadman started as 
an industrial agent with the Prudential 
many years ago. Within six months he 
was promoted to assistant superintend- 
ent. He stayed nine years with that 
company and then was six years agency 
Supervisor with the Eureka-Maryland. 
Aiter this, some years were spent in 




















We Don’t Want Finnegans 


Weare not seeking the “Off 
Again, On Again, Gone Again” 
type of agent. 


We are building Agencies 
upon a permanent basis. We 
want men who have an ambition 
to develop and who will stick 
on the job if properly supported. 
Tothese men we offer our whole- 
hearted co-operation. 


Our Circularizing System, 
Field Supervision, Correspon- 
dence Course and Salary Savings 
System, are definite helps toward 
the success of those who 
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Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 
More Than $400,000,000 In Force 




















18 THE 


NATIONAL UNDERWRITER 





April 1 6, 1926 























2 
ry 





YOUR MOST VALUABLE 
ASSET— 


BUSINESS TIME 


PROTECT IT WITH 
NON-CANCELLABLE 
DISABILITY INSURANCE 


Continental Assurance Co. 
910 S. Michigan Ave. 
Chicago, Ill. 

















= GLOBE INSURANCE COMPANY 


of CHICAGO, ILL. 
Assets - - - - ~ = = = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 
representatives 


It Is the Last Word in 
SERVICE 














T. F. Barry, Founder Rose Barry Dietz, President 
The GLOBE weekly news mailed to you every week by 
request without charge. 

Home Offices: 

431 S. Dearborn Street Phone Harrison 1998 
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Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


‘Standard Ordinary and Industrial Policies 


J.C. MAGINNI N. WARFIELD, Jr., Seazetarg.Srencures 
‘on JH, IGLEHART, Medica or 


President 
J. BARRY M. iL, Vice-President 











Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 
carried no other insurance. 

A National Life Contract offers the rtunity for increa: 
fh selling more insurance to more people. Top outa available i in _ p— 4 


National Life Association, - Des Moines, lowa 











general insurance business. More re- 
cently, he has been district manager in 
the New York office for the Columbian 
National of Boston. 





J. F. Carswell 


The National Life U. S. A. announces 
the appointment of J. F. Carswell as its 
district agent at Augusta, Ga., with ter- 
ritory both in Georgia and South Caro- 
lina. For the past ten years Mr. Cars- 
well has been with the State Mutual 
Life as adjuster. 





Martin H. Fields 


The Mutual Trust Life has opened an 
office at Decatur, Ill., with Martin H. 
Fields in charge. Mr. Fields has had 
eight years’ experience in the field. 


R. F. E. Wiedemann 


Kellogg Van Winkle, agency manager 
at Los Angeles of the Equitable Life of 
New York, has announced the appoint- 
ment of Rudolph F. E. Wiedemann 
as district manager in charge of the 
Hollywood, Beverly Hills, Santa Monica 
and San Fernando Valley territory, with 
headquarters at 321 Taft Building, 
Hollywood. Mr. Wiedemann has been 
a member of the Van Winkle agency 
of the Equitable since last September, 
when he went to Los Angeles from the 
home office. 


Robbins & Simons 


J. Roy Robbins of 256 Broadway and 
Russell M. Simons of 115 Broadway. 
general agents in New York City of 
the Home Life, announce that on May 
1, they will combine their agency forces 
under the name of Robbins & Simon. 
Both have been in the agency service 
of the company for over 20 years and 
are well known as experienced and suc- 
cessful underwriters. The merger 
should result in one of the strongest 
general agencies in the city, since 
Messrs. Robbins and Simons already 
have about $20,000,000 of insurance on 
their books. The new firm has taken 
offices on the seventh floor of the 
Home Life building at 256 Broadway. 


W. M. Furey 


William M. Furey will be the sole 
general agent of the Berkshire Life at 
Pittsburgh following the death of H. D. 
W. English of English & Furey, who 
have been general agents. 


S. D. Scott 


The Fargo, N. D, office of the Mutual 
Life of New York is to be continued 
and conducted at that place as a state 
branch as it was before the recent cre- 
ation of a new district in Minneapolis, 














manager at Fargo, who is now in charge 
of the Minneapolis office. 

S. D. Scott of Williston, who has been 
connected with the Mutual Life since 
1908, will be the new manager at Fargo, 





Clifford R. Walker 


The Equitable Life of Iowa announces 
the appointment of Clifford R. Walker 
as general agent at Cleveland, succeed- 
ing L. L. Brenneman who recently re- 
tired as general agent in that city. Mr. 
Walker was for several years general 
agent for the Penn Mutual in a part- 
nership agency in Cleveland and since 
the dissolution of that partnership sey- 
eral years ago he has been devoting him- 
self to writing personal business for the 
Aetna Life in Cleveland. 





Franklin Life Changes 


The Franklin Life has made the fol- 
lowing field staff changes: 

D. E. Soden, who has been district 
agent for northwest Kansas under J. C. 
Biggers of Great Bend, has been pro- 
moted to general agent for northwest 


| Kansas and southwest Nebraska in rec- 
| ognition of the splendid work he has 


done for the company. 

William G. Fatherly has been ap- 
pointed general agent at Wichita, Kan, 
He has been a life insurance man for 
a number of years. At one time he was 
a manager for the Equitable of New 
York. 


Tifft, Layer & Co. 


The Sun Life of Baltimore announces 
that Tifft, Layer & Co., 127 South Fifth 
street, Philadelphia, have been appointed 
general agents for that vicinity. 


Joseph H. Gray 
Joseph H. 





Gray has been appointed 
general agent of the Columbian Na- 
tional at Los Angeles. He was for- 
merly field supervisor of the southern 
California agency in Los Angeles of the 
Central Life of Iowa. 


S. H. Grummon 


Harold J. Cummings, associate man- 
ager of agencies of the Minnesota Mutual 
Life, made a trip to points in lowa dur- 
ing the past month. While at Mason 
City, he appointed S. N. Grummon as 
general agent for that territory. Mr. 
Grummon was formerly with the Re- 
liance Life, is a young man of wide per- 
sonal acquaintance in Mason City and 
surrounding territory. 








R. M. Tipling 


R. M. Tipling has been appointed gen- 
eral agent for the Minnesota Mutual Life 
at Yakima, Wash., and was present at 
the sectional meeting held by Vice-Presi- 
dent O. J. Lacy and Western Manager 





it is announced by H. T. Lewis, former 


of Agencies Ray P. Cox while in Seattle 
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HONOR FOR MR. McPHEETERS 





Cleveland Manager of the Union Central 
Life Was Shown Special Con- 
sideration by Agents 





The agents of the Greater Cleveland 
agency of William L. McPheeters, 
manager of the Union Central Life, 
celebrated in honor of their manager in 
an all-day meeting. A morning session 
was addressed by Carroll Beck of 
Cleveland in a discussion of Option II 
in the policy. Following Mr. Beck’s 
talk, J. J. Jackson of the Aetna Life at 
Cleveland, and a former vice- -president 
of the National Association of Life 
Underwriters, gave an address on “Life 
Values and Men’s Estates.” 

One Day’s Offering 


Asa cracker to the morning meeting, 
new applications taken in anticipation of 
the meeting were presented to Manager 





McPheeters, totalling in excess of 














$200,000 as a one-day 


offering in the 


production of which most of the agency 
torce was represented. 

At the luncheon talks were made by 
Steve B. Hewes, John Welch, Thomas 
M. Norris, Fred Borgerhoff of Cleve- 
land; J. F. Adams of Lisbon; C. O. 
Reynard of Warren; H. Doyle Chandler 
of Akron; Robert A. Elder of Ashta- 
bula, and Otis P. Holt of Youngstown 

Steve B. Hewes struck the keynote 
of the luncheon in a stirring talk in 
which he reviewed the eight years’ 
leadership of the agency by Mr. Mc- 
Pheeters, pledging to him the continued 
loyalty of the agents and thanking him 
for his sympathy, understanding and 
appreciation of each individual, his help- 
fulness in solving the problems, and 
the spirit of inspiration and achieve- 
ment that he engendered. He con- 
cluded his talk by the presentation oi 
a Gruen watch and charm which car- 
ried the following inscription: “Pre- 
sented to Wm. L. McPheeters, General 
Manager, with love and affection from 
his Agency Force, April 3, 1926.” 

A talk by Manager McPheeters in 
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which he express his appreciation of 
the givers as well as the gift, concluded 
the meeting. 

The committee in charge of arrange- 
ments was T. M. Norris, chairman, Car- 
roll Beck and C. O. Reynard. 





Opens New Cincinnati Office 


Announcement is made by the Reli- 
ance Life of the opening of a new 
branch office in the Schmidt building at 
Cincinnati, to be known as the Cincin- 
nati department. It will be in charge 
of Cashier E. W. Ball, recently 
vanced from assistant cashier at Rich- 


mond, Va. 
The Cincinnati department will func- 
tion for Hamilton, Warren, Fayette, 


Butler, Clermont, Clark, Preble, Greene, 
Champaign, Darke, Brown, Mercer, 
Miami, Hiland, Shelby, Montgomery, 
Clinton and Auglaize counties in Ohio, 
and for Boone, Campbell and Kenton 
counties in Kentucky. 

Agency developmeut’ will remain 
under the general supervision of V. ] 
Adams, supervisor at’ Cleveland, and the 
direct field activities will be vested in 
Agency Organizer G. C. Metzger. 





Look Into Pension System 


A study of the pension system of the 
police and fire departments of Cincin- 
nati has been made by a commission 
appointed by City Manager Sherrill, 
comprising E. E, Hardcastle, actuary 
Union Central, S. E. Stilwell, actuary 
Western & Southern, and Abner Thorp, 
Jr., editor of the “Diamond Life Bulle- 
tins.” Manager Sherrill wished a full 
investigation and called in the insurance 
authorities to his aid. 





West Virginia Figures 

Life insurance in West Virginia 
showed a very satisfactory gain last 
year, according to figures just compiled 
by the state insurance department. The 
93 legal reserve life companies operat- 
ing in the state wrote new business 
last year of $144,526,370. Two assess- 
ment life companies show $121,500 of 
new business and 59 fraternals wrote 
$10,824,696. 





Huebner in Hartford 


Dr. S. S. Huebner gave three talks in 
Hartford last week. His first talk was 
before the Rotary Club at the Hotel 
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| Dr. Huebner is professor of insurance 


Bond, where he spoke on life values. 
Then in the afternoon he addressed the 
Hartford life underwriters at their 
monthly meeting, talking on life insur- 
ance, and in the evening appeared at the 
West Hartford high school on the sub- 
ject of “The Keystone of the Arch.” 


at the University of Pennsylvania, and 
head of the insurance department of the 
Wharton School of Finance. 





Birthday Party for Policyholders 


Five hundred policyholders attended 
the first “birthday party” to be con- 
ducted by a life agency office when that | 
many and more responded to Manager | 
Jack Berlet’s invitation to “drop in” at | 
the Philadelphia headquarters of ond 
Guardian Life April 10, in observance 
of the 66th anniversary of the company. | 

| 
| 
| 





Of course there was the usual birth- 
day cake, a “monster” weighing 66 
pounds, twice 6€ inches in circumfer- 
ence and appropriately topped with 66 
candles. 





Urges Trust Company Plan 


The fact that women “are natural | 
born gamblers” and usually not to be | 
trusted with large sums of money, such 
as are often left them in lump sum in- 
surance payments, was emphasized by 
Frank M. Deane, who read a paper by 
Milton L. Woodward of Detroit before 
200 Grand Rapids life agents at a dinner 
tendered them last week by the Grand 
Rapids Trust Company. Mr. Wood- 
ward was unable to speak as scheduled, 
due to illness, but he sent his address 
on the topic “The Trust Company as 
an Aid to Life Insurance Men.” 

“The average woman can out-gamble 
any man who ever lived,” said Mr. 
Deane, reading from Mr. Woodward's 
paper. “She thinks more often of high 
returns than of the investment’s safe 
character.” That 90 percent of some 
$400,000,000 paid out annually in insur- 
ance funds to widows and other de- 
pendent heirs is paid in lump sums was 
deplored in the address. Trust company 
service to assure wisdom in investments 
and to prevent such dissipation of funds 
was advocated. 

Cooperation of life underwriters and 
trust company men was urged by Colin 
P. Campbell of the Michigan Trust 
Company. 
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KANSAS FORFEITURE RULING 





Supreme Court Holds New Law Ap- 
plies Only to Policies Issued Since 
Its Enactment 





TOPEKA, KAN., April 14.—The su- | 


preme court of Kansas has ruled that 
the new forfeiture law for life insur- 
ance policies is not retroactive and ap- 
plies only to those policies issued since 
the law became effective in February, 
1925. Policies issued prior to that date 
may be forfeited under the old law, in 
effect since 1913, and policies prior to 
that date are not under any special for- 
teiture law. The suit was brought by 
the Bank Savings Life of Topeka in 
behalf of all the life companies. Wil- 
liam R. Baker, superintendent of in- 
surance, was the defendant. The suit 
was entirely a friendly proceeding to 
get a court ruling before some of the 
companies got into serious trouble over 
the forfeiture of policies. 

Under the supreme court ruling no 
forfeiture notice can be served until the 
day the premium is due. Then the 30 
days’ notice may be given and this for- 
teiture runs concurrently with the grace 
period if there is one in the policy. If 
there is no grace period the policyholder 
has the 30 days in which to pay the 
Premium if he desires. No forfeiture 
notice can be issued until the actual 
Premium due date. Some companies 


| 


| 
| 
| 








were of the opirion that they could is- 
sue forfeiture notices 30 days before the 
premium due date and forfeit the poli- 
cies the day the premium was due if 




















The Manhattan Life 


INSURANCE COMPANY of NEW YORK 


Announces with Pleasure 


the Appointment of 


RUSSELL S. KING 


April 15, 1926 


as 


General Agent 


at the Company's Office 


1214 FIRST NATIONAL BANK BUILDING 
CHICAGO, ILLINOIS 























there was no grace period specified in 
the policy. The court held otherwise. 





Sentenced for Insurance Fraud 


Charles L. Howell, Negro eater | 
of St. Louis, was found guilty of at- 
tempting to obtain money under false | 
pretenses in an insurance fraud and 
sentenced to five years in the peniten- 
tiary. 

The state charged that Howell and 
John Allen, negro barber, took out 
$3,000 insurance on the life of “Ray- 
mond Allen,” a negro, whose real name 
is Hurling, with the Liberty Life and 
later attempted to collect the policy. 
Allen was reported dead on Dec. 1, al- 
though he was still alive and appeared 
in court as a witness against Howell 
when the case came to trial. The body 
of James Moore, a Negro, was buried 
in Allen’s casket and a lump of con- 
crete was substituted for Moore’s body 
and buried in his coffin. This coffin 
and the cement was produced in court 
at Howell’s trial. 





Material Misrepresentation Voids Policy 


Material misrepresentation in an ap- 
plication for life insurance voids the 
policy, the Minnesota supreme court has 
ruled in a suit brought against the Pa- 
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THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 
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Strong and Progressive 








Paid to Policyholders— 
Over— $21,000,000.00 


Insurance in force as of 


Dec. 31, 1925, 
$148,281 ,904.00 




















A. C. Tucker, President 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CALIFORNIA 


Has an opening for AGENCY SUPERVISOR to cover 
the California field. The services of a man of high char- 
acter and experience in this work are desired. Must have 
successful record in securing, training and developing life 
insurance salesmen. 

Company also considering similar appointment in 
Middle West. 

[Address applications to: 
W. H. SAVAGE, Vice-President 


Great Republic Life Bldg., 756 S. Spring St. 
Los Angeles, California 











DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never slow, 
never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, and the notable 
and S Gave ents now marking its history in meeting the requirements of in- 
a quickening growth are evolved from almost a century of experience 

success. 


P contracts cdémpletely revised in 1925. New contracts attractive in appearance, 
phrased in every-day “easy to read,” easy to wageptens and to construe. 
—— all pe < old isions justified by experience and all new warranted _—— 
and by the knowledge of experience. Improved Disability and Double Indemnity Benefite— 
oe. _ visions. 

uction (allotment), Plan of insurance now written by > Company. 
Children’s Insurance now written on standard forms, ~~ 10 to 
Dividend scale in 1926—the sixth consecu 








An = 
A jority of policy loans granted locally at Managing Agency Office 

The pany writes all standard forms of insurance. Same terms “y men and women. 
Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving in 
accord with the new spirit new demand of the times. 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - . New York Ci, New York 




















cific Mutual Life. Such misrepresenta- 
tion voids a policy if it increases the 
risk, even though not made to defraud. 

In the same ruling the court holds 
that general questions calling for infor- 
mation concerning previous ailments do 
not require disclosure of trivial ones. 

“Usually it is for the jury to decide,” 
the decision says, “whether misrepre- 
sentation has been made; whether such 
misrepresentation is material; whether 
with intent to defraud and whether it 
increases the risk. 

“Where an agent of the company 
incorrectly wrote an answer in an ap- 
plication and the insured was innocent, 
the misstatement is not that of the 
insured who had disclosed truth to the 
agent.” 





Provident Mutual Meeting 


Iowa district and special agents of 
the Provident Mutual Life held their 
semi-annual meeting at the offices of 
Nervin E. Smith, general agent in Des 
Moines, last week. About 20 agents 
were preseht at the meeting, which 
assumed the nature of a school of in- 
struction. Charles A. Tushingham of 
Philadelphia, educational director; J. S. 
Simons, chief of the accounting depart- 
ment of the home office, and S. D. 
Marquis of Chicago, were in attend- 
ance. Mr. Marquis is on the faculty 
of the Rockwell insurance school now 
being conducted in Des Moines. 





Missouri State’s Iowa Meeting 


P. H. Young, agency instructor from 
the home office of the Missouri, State 
Life, was the principal speaker and 
guest at the annual meeting of the lowa 
agency force last week at the offices of 
Iowa Manager B. C. Thurman in Des 
Moines. About 25 lowa agents were in 
attendance. The meeting was one day 
only and concluded with a banquet at 
which Mr. Young spoke on “Modern 
Selling,” L. H. Lawrence of Des Moines 
on “Pulling the Load” and C. E. Brun- 
son, Waterloo, on “Cooperation.” Pro- 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 
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duction prizes were awarded as foj. 
lows: Premium volume for six weeks, 
H. C. Graff, Spencer; largest number of 
applications for past six weeks, L. }. 
Lawrence, Des Moines; oldest applican: 

ae 4 Kinney, Perry; youngest appli. 
cant, Joe W. Cain, Cornell. 





Kansas City Life Nebraska Meeting 


_Forty Nebraska agents of the Kansas 
City Life were in attendance upon a 
group meeting and school of instructioy 
held at Lincoln, in charge of David J. 
Cravens, state manager. 

Walter Cluff of the home office was in 
charge of the school of instruction, and 
in attendance also were President J. B. 
Reynolds and Mrs. Reynolds and J. 
Frank Barr, vice-president. Manager 
Cravens was presented with $107,000 of 
applications for new business in honor 
of his birthday. 





Wisconsin State Life Fund 

Commissioner Smith reports a gain 
of nearly $100,006 in the life insurance 
for the first three months of 1926 in the 
Wisconsin state life fund, an increase of 
48 policies, with the insurance now in 
force amounting to $837,550, an amount 
larger than at any time since this state 
fund was organized. 




















| THE SOUTHERN STATES | 





CLEAN UP PRO RATA MUTUALS 
Many of Those in Arkansas Have 
Either Changed Basis of Opera- 
tions or Retired from Field 





The ground has been somewhat 
cleared of the many pro-rata assess- 
ment’ mutual companies in Arkansas. 
Most of these companies transacted a 
burial or sick benefit business among 
negroes. Within the last year the fol- 
lowing have changed over to a stipu- 
lated premium basis, strengthening their 
assets somewhat: Arkansas State Liie 


Association, Little Rock; Common- 
wealth Life Association, Fort Smith; 
Cooperative Burial Industrial Associa- 


tion, Pine Bluff; Old American Insur- 
ance Co., Litthke Rock. The Coopera- 
tive Burial and Old American have each 
established a capital of $10,000. 

The Mutual Relief Association oi 
Boonesville had not been relicensed up 
to April 1. 

Other associations have retired as {ol- 
lows: Arkansas State Mutual, Little 
Rock, reinsured in National Old Line of 
Little Rock; South Arkansas Mutual, 
Little Rock, wound up by receiver as 
the Modern Mutual; Ozark Mutual Life, 


Mena, sold to American Insurance 
Union, Columbus, O.; Mothers’ Union 
Mutual, Forest City, reinsured with Na- 


tional Benefit, D. C.; Fayetteville Mu- 
tual Benefit, Fayetteville, receivership; 
Enterprise Mutual Life, Pine Bluff, re 
insured with Mammoth Life & Acci- 
dent, Louisville; Bankers & Planters 
Life, Fort Smith, taken over by Liberty 
Life of Muskogee, Okla.; American Mvu- 
tual Union, Eureka Springs, merged 
with American Insurance Union, Co- 
lumbus, O.; Southern Mutual, Little 
Rock, reinsured. 

These outfits have been numerous in 
the past and a thorn in the side of the 
Arkansas department. Reports from 
them were hard to get and as meager 
as their assets. The department termed 
them “flim-flams.” 





Ask Receiver for Negro Fraternal 


Alleging that the concern is insolvent 
and is operating without a license and 
without legal supervision, certain policy- 
holders of the Modern Workmen of the 
World have filed a petition in United 
States court at Richmond asking ior 
appointment of a receiver to take charge 
of its affairs. This is a Negro fraternal 
operating in a number of southern states 
with headquarters at Alexandria, Va. It 
was chartered in Virginia, 1900. Some 
ten years later Commission Button re- 
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— ] 
yoked its license and it moved headquar- 
ters from Alexandria to W ashington, 
D. C., taking out a Delaware charter in 
lieu of the Virginia charter. In 1921, 
it moved back to Alexandria and has 
since been operating with headquarters 
there. | 
ANALYZES ACCIDENT FIGURES 
Oklahoma Rebating Complaint 
A complaint was filed at Enid, with |S. J. Williams of National Safety 
the Oklahoma state insurance board by | Council Comments on 1925 
the New York Life against E. C. Clark, | Experience 
general agent in the state for the Old 
Line. According to Commissioner Read, | 
the charge involved rebating and twist-| Figures given out recently by S. J. 
ing business. A hearing will be held | Williams, director of the public safety 
in Enid in about two weeks. | division of the National Safety Council, 
| show that the annual accident toll in the 
| country is 85,000 lives, between 5,000,000 
and 10,000,000 injuries and a cost of 


be called in the nature of a dividend. 
The renewal commission of the agent is 
reduced after the first year and the pol- 
icyholder gets the benefit. The Pre- 
ferred Accident expects that this will 
be a popular feature. 























Fraternals Slump in Oklahoma 


The annual report compiled by the 
Oklahoma State Insurance Board re- 
veals a material decrease in the business 
written by fraternals in the state in 1925 
from the amount written the previous 
year. The 1925 figures show $162,761,297 
‘business in force Dec. 31. The same 
date 1924, the amount of business in 
force reached $166,026,573. 


on these figures as follows: 
Fatality Rate High 


“Our total accidental fatality rate is 
more than twice as great as in England 
and Wales, and nearly 50 per cent 
greater than in Canada, which is next on 
the list. Not only do we exceed all other 
countries for which records are avail- 
able in automobile fatalities, owing to 
our much higher automobile registration 
per capita, but we likewise exceed them 
in the fatality rate from such other com- 





Takes Over Texas Mutual 


The United Fidelity Life of Dallas 
has taken over the outstanding busi- 
ness of the Texas Mutual of Dallas, 
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$5,000,000,000. Mr. Williams commented 


Another Dividend Increase? 


Yes, the fourth successive annual increase. A reflec- 
tion of general prosperity and efficient management. Just 
part and parcel of our continuous effort to reduce cost while 
steadily improving a life insurance service that is at all 
times maintained in the front rank of quality. Neverthe- 
less, we do not emphasize dividends. The more essential 
task for any company is to keep its policy contracts level 
with the public’s needs, and to distribute enough of them 
that the economic affairs of the American people may be 
safeguarded and stabilized. 





We invite men and women of high ideals, of industry, 
and intelligence to come and work with us upon this honor- 
able and patriotic task. 





The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















A text book for beginners, « review book for experienced men, a book that every life insurance man shouki 
have—Jacob A. Jackson's “Easy Lessons in Life ."* $1.50, ) 
National Underwriter, 1362 Insurance Exchange, Chicago. 6 











amounting to $800,000. Three directors 
of the Texas Mutual became directors 
of the United Fidelity. They are 
Thomas J. Jones and Thomas Leach- 
man of Dallas and A. Hardgrave of 
Kansas City. The merger was com- 
pleted with consent of the Texas de- 
partment. 





Appoints Field Supervisors 


The Orville Thorp agency of the 
Kansas City Life in Dallas, Tex., has 
appointed several new managers in 
various parts of the field. Fred A. 
Grayum has been appointed field super- 
visor for the Dallas district, including 
all territory surrounding Dallas, exclu- 
sive of the city. E. R. Strong has been 
appointed field supervisor for the Amar- 
illo territory, including nearly all of the 
Panhandle. Frank P. Davis is field 
supervisor for the San Antonio district, 
which covers 20 or more counties sur- 
rounding San Antonio. H. F. Kinney 
has been appointed supervisor for the 
Fort Worth territory. Max Spangler 
will direct the work of the Dallas city 
agency. 











ACCIDENT AND HEALTH 











PEAK OF THE LOAD IS GONE 





Companies Have Had a Severe Experi- 
ence With the Large Number of 
Health Insurance Claims 











The peak of the influenza and grippe 
epidemic that has been raging through- 
out the country seems to have passed, 
according to the experience of the com- 
panies writing health insurance. March 
was a most severe month. This epi- 
demic started first in the south and 
raged furiously throughout that section. 
Then it worked up north. There are 
more claims this year than usual. The | | 
average duration of illness has not been 
so long. The expense of handling the 
claims naturally has increased because 
clerks have to be shifted from other de- 
partments or additional help put on 
temporarily. The epidemic was not con- 
hned to cities. Companies writing a 
large country business have had about 
the same experience in the rural terri- 
tory as in the urban. Altogether the 
claim departments have had a strenuous 
time thus far this year. 


nothing. 





Preferred’s Innovation 
The Preferred Accident has made an 
innovation in that it gives the policy- 
holder a discount of 20 percent on his 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 

variety of Life and Endowment plans, thus enabling parents to 

buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
. Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Bivd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 








Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. Wyo. 


B. R. NUESKE, President 














premium after the first year. This may 
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EDWARD G. ROLWING 


LIMITED PAYMENT LIFE. 


UNIVERSAL LIFE 
INSURANCE COMPANY of MISSOURI 


THE FOUR SQUARE POLICY 


Combines in one Contract 


ORDINARY LIFE 








Perfected Protection 





Monthly Income Disability 
Double Indemnity 


Special Accident 
Benefits 
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TWENTY YEAR PREMIUM ENDOWMENT 


President 


700 Times Building, 


W. D. LUMPP 


Director of Agents 


H. W. SHAFER 


Secretary 


St. Louis, Mo. 








Seventy-Five Years Ago 


the Massachusetts Mutual Life Insurance Company was organ- 
ized by a group of men with unusual foresight. They conceived 
an organization that would create a personality of strength and 
friendliness, and conduct its affairs so as to win and hold the 


confidence of policyholders. 


Duri 


all these years this institution has faithfully maintained 
the spirit of service inaugurated at its birth. Today it ranks with 
the best companies in the country and is known throughout the 


land as The Company of Satisfied Policyholders. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 














CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


DES MOINES 


“The Company of Co-operation” 


IOWA 
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mon causes as falls, burns, and steam 
and electric railroads, while our drown- 
ing rate is exceeded only by Canada and 
by such maritime countries as Scotland, 
New Zealand, Australia and Norway. 
“Despite these unfavorable compar- 
isons, it is worth noting that our total 


been about 10 percent below the aver- 
age for the first decade in this century. 
In almost all the common classifications 
there has been so definite a decrease, 
especially in the case of railroad 
drowning accidents, as more 
neutralize the very rapid increase in 
automobile fatalities. 
Improvement Shown 


“The total number of accidental deaths 





in the U. S. from 1907 to 1923 inclusive 
was 1,343,384, according to the Census 


Bureau. If accidental deaths had oc- 
100,000 population as in 1907 the total 
would have been 1,580,825. This repre- 
sents a saving, in 16 years, of 237,441 
as compared with the 1907 rate, despite 
the fact that the number of our automo- 
bile deaths was 100,460 more than it 
would have been at the 1907 rate. 

“The same calculation has been made, 
starting with 1913, showing that the 
actual number of accidental deaths was 
less by 93,071 than would have been the 
case if the 1913 rate had continued to 
and including 1923, despite the fact that 
the number of automobile deaths during 
the same period was 58,119 greater than 
it would have been at the 1913 rate.” 


Nelson Quits Wisconsin Department 


MADISON, WIS., Apr. 14.—Thomas 
P. Nelson, policy insurance inspector 
in the department of insurance, has ten- 
dered his resignation to Commissioner 
W. Stanley Smith, effective May 1. 

Mr. Nelson has been with the de- 
partment for 13 years and in recent 
years has directed the health and acci- 
dent work. Differences over the way 
accident insurance should be supervised 
are said to be involved in the move. 


Monarch Accident’s Iowa Manager 


Fred W. McIntosh, formerly with local 
automobile companies in Towa, who has 
been eastern supervisor for the Brother- 
hood of American Yeomen with head- 
quarters at Washington, D. C., for the 
last three years, has returned to Des 
Moines as state manager for the Monarch 
Accident of Massachusetts. Mr. McIn- 
tosh has offices at 310 Masonic Temple 
building. 


Smith Raps Newspaper Policies 
Commissioner W. Stanley Smith of 
Wisconsin has taken a rap at newspaper 
policies issued to residents of Wisconsin 


by papers published in nearby states. 
Commissioner Smith says: “Should a 
question arise over collection, the hold- 


ers of policies written as inducements to 
newspaper subscriptions cannot bring 
suit in the courts of Wisconsin. To 
bring suit they must go to the state in 
which the insurance company does busi- 
ness. Mr. Smith noted the case of one 


accident death rate in recent years has | 


and | 
than to | 


curred each year at the same rate per | 
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claimant who sought payment for an in. 
jury which he believed was covered py 


| his policy, but his claim was rejected 
| Mr. Smith said, “If this claimant sye. 
|} the company he must go outside the 
| state to bring action to obtain a jude. 
| ment which can be enforced.” 


Holland Resigns From Maryland 

| John P. Holland, who has been mana. 
| ger of the accident and health depart. 
| ment of the Maryland Casualty in (hj. 


cago for six years, resigned as of April 
1 to open his own brokerage offic: He 
| will be located at 1007 Insurance px. 
| change building. M, G. Grahame, resi. 
| dent manager of the Marylan? in Chj- 


|; cago, announces the appointment of 
| R. W. Abbott to take Mr. Holland's place 
| Mr. Abbott has been with the Pacific 
Mutual Life in Chicago for over seyep 
|} years as assistant claim examine: 








National Life & Accident News 


E. G. Ross of Oklahoma City, agent 
| for the National Life & Accident, has 
| been promoted to superintendent this 
| week. 

| Two agents of the National Life @ 


Accident, in the employ of the company 
15 years, were presented service pins 
last week by President Edwin W. Craig 
They were M. J. Porter and J. B. Bracy, 

The superstitious “13” had no meaning 
for Agent S. O. Osborne of the Nationa] 
Life & Accident’s Fort Smith district 
when he wrote 13 Standard industria} 
policies on a white family of 13 persons. 
When the weekly premiums were totaled 
they made $1.30. 

G. H. Poe of the National Life & Acci- 
dent, for a number of years operating a 
debit at Frankfort, Ky., in the Lexing- 
ton district, has been promoted to su- 
perintendent. R. H. Gebhart of Baton 
Rouge has been named superintendent 
of that office. 


Life & Casualty Promotions 


Promotions in the Life & Casualty of 
Nashville have been announced as fol- 
lows: Agent R. W. Thorn of the St 
Louis district, advanced to superintend- 
ent; Special Agent William Lightbourn 
promoted to superintendent in the 
Miami district; Agent G. G. Price of the 
Rock Hill, S. C., district, advanced to 
superintendent. 

Just returned from a trip in the Mis- 


sissippi valley territory where he spent 
two weeks in the interest of the com- 
pany’s $50,000,000 thrift policy drive, 


J, E. Acuff, vice-president of the Life & 
Casualty is very pleased with the start 
that has been made. The Life & Cas- 
ualty is concentrating its efforts on the 


sale of these policies to children. 

L. G. Wilson has been appointed dis- 
trict manager of the Life & Casualty 
office at Arlington, Tenn. 

Accident Notes 
The National Accident & Health of 


Philadelphia has been licensed in Maine 
Clarence Foster has become associated 
with the Dr. George E. Tucker agency 
in Hartford and will specialize on acci- 
dent and health and life insurance. 
7raham & Luther have been appointed 
general agents for the Aetna Life in 
Brooklyn for accident and health lines, 
succeeding W. A. Nicolay, who has been 
the general agent in that territory for 
many years. The partnership consists of 
James P. Graham, Jr., and Ennis D. 





Luther. 








NEWS OF LOCAL ASSOCIATIONS 














700 AT NEW YORK MEETING 


Bookstaver Reports on Drive for 


Membership of 2,000 by May 
1—Dr. Simon Speaks 


NEW YORK, April 15.—The Life 
Underwriters Association of New York 
held a dinner meeting here Monday in 
the Hotel Astor. Over 700 members 
and guests attended. President George 
A. Kederick as toastmaster paid a 
handsome tribute to the late William A. 
Eisenhauer and asked the company to 
rise and stand silent a moment in his 
memory. J. D. Bookstaver, general 
agent of the Travelers, reported on the 
current membership drive which aims 
to raise the Association’s roll to over 
2,000 by May 1. The speakers were 
Leon Gilbert Simon, lecturer on _ in- 


| 
| 
| 





heritance taxation at New York Uni- 








Hill of the 
Williamsport. 
demonstration 


versity, and Norman R. 
Northwestern Mutual at 
Pa. Dr. Simon gave a 
of a sales talk on “Protecting the 
Estate,” given several months ago 
before the American Bankers’ Associa- 
tion. He graphicaliy showed how clients 
could be induced to buy life insurance to 
pay all inheritance taxes on_ their 
estates so that they might be passed on 
unimpaired to their heirs. These inheri- 
tance tax contracts usually provide also 
for the cost of transferring and adminis- 
tering the estate. Their great value lies 
in the fact that they are not too tech- 
nical and furnish the salesmen with 
wonderful new avenues of approach to 


all kinds of prospects who refuse to 
hear more about the ordinary uses 
of insurance. “Service Versus Sales 


was the subject of Mr. Hill who was 
formerly a minister. Entering the in- 
surance business in 1920 last year he 
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wrote over $2,000,000. “Every agent’s 
eyccess,” said Mr. Hill, “depends on 
realizing three things. He must have 
absolute mastery over the principles and 
details of his profession. He must realize 
that time is his greatest asset and that 
common sense and good judgment are 
his silent partners. 

i 


FINE PROGRAM FOR MEMPHIS 





Speakers Announced for Annual Meet- 
ing of Tennessee Life Under- 
writers May 29 


MEMPHIS, April 15.—Plans for the 
entertainment of the insurance agents 
who are coming to Memphis to attend 
the annual convention of the Tennessee 
Life Underwriters’ Association May 29 
are being rapidly completed. 

The Memphis association, of which 
Thomas B. Hooker is president, will 
act as host. Agents from the four prin- 
cipal cities of Tennessee will attend, and 
a large delegation is expected from 
Jackson, Tenn. Life underwriters from 
Mississippi and Arkansas are also in- 
vited, and Little Rock, Ark., life under- 
writers have already decided to send 
representatives to the meeting. Approxi- 
mately 400 agents are expected. 

Addresses will be made by a number 
of prominent life insurance men from 
Tennessee, and some from other states. 
John W. Blevins, vice-president of the 
Interstate Life & Accident of Chat- 
tanooga, will address the meeting, and 
talks will also be made by A. S. Cald- 
well, Tennessee, commissioner, H. B. 
Alexander, president of the Nashville 
association; Gaston Means from the 
Knoxville association, Charles Hom- 
meyer, superintendent of agents of the 
Union Central Life, and R. Henry Lake, 
president of the Tennessee association. 

em 

Rochester, N. Y.—The annual sales 
congress of the Rochester Association 
will be held May 7. The speakers will 
include Frank L. Jones, president of the 
National association; Paul F. Clark of 
Boston, vice-president; William A. Searle, 
assistant to the president of the Na- 
tional association; J. Elliott Hall and 
Hugh D. Hart, both of New York City. 

Present indications are that the gath- 
ering will be the largest assemblage of 
life insurance men ever held in this 
section of New York state: All of the 
largest cities in this section will be 
well represented, Buffalo alone having 
promised a delgation of 150. 

* * 

Oklahoma City.—Among the principal 
features of the meeting of the Oklahoma 
association, Saturday was the introduc- 
tion of Homer Jamison, newly appointed 
agency manager in Oklahoma of the 
Equitable Life of New York. Mr. 
Jamison succeeds Fred Goldstandt, presi- 
dent, who has been transferred to New 
York city. He gave a short address 
based on the general topic, “Proper Use 
of Equipment.” Cooperation between 
life insurance men and trust officers, was 


discussed by Herbert M. Peck, trust 
officer of the First National Bank. 
*x* * * 
Indianapolis — Edward D. Duffield, 


president of the Prudential, will speak 
at the next monthly meeting of the 
Indianapolis association April 29. Presi- 
dent Fred M. Dickerman of the associa- 
tion has appointed a special committee 
composed of Carl E. Maetschkel, George 
M. Wainwright, Frank L. Jones and El- 
bert Storer to have charge of arrange- 
ments, 
eS £8 

Des Moines—Frank L. Jones of Indian- 

apolis, president of the National associa- 











tion, will speak at the monthly meeting 
of Des Moines life underwriters April 24 
at Des Moines. Several matters of policy 
will be discussed looking to an aggres- 
sive educational program to be staged 
by the association. 
ee < 

Pontiac, Mich.—"‘“Life Insurance Trust 
Agreements” formed the subject of an 
address before the Pontiac association 
last week by W. C. Dickie of the Union 
Trust Company, Detroit. All Pontiac 
life agents had been invited to attend 
and an enthusiastic meeting resulted. 
Cooperation between trust companies 
and insurance men was urged by Mr. 
Dickie. 

. x * * 
Va.—General agents and 
managers for life companies affiliated 
with the Richmond association are de- 
termined to stand solidly behind rules 
of the association as to part-timers. 
This was made apparent when they met 
and discussed the question as to whether 
the Davenport Insurance Corporation of 
this city should be permitted to carry 
out its plan of taking on a life connec- 
tion in addition to its regular fire and 
casualty lines. It was brought out that 
this corporation had already contracted 
with the Massachusetts Mutual Life. 
Charles B. Richardson, its general agent, 
explained that he had agreed to have a 
certificate issued to the agency through 
a misapprehension as to how the part- 
time rules of the association affected 
mixed agencies and he readily consented 
to sever the connection when opinion 
was practically unanimous that such a 
connection would be barred by these 
rules. 


Richmond, 


Ss = < 

New York—The New York association 
has begun its annual membership drive 
in the form of a two-week “bicycle race” 
contested by 60 active members. The 
race is in charge of Joseph D. Book- 
staver, general agent of the Travelers, 
who has given the 60 contestants the 
rules of the race along with lists of 
delinquent members, resignations, unpaid 
applicants and prospects who are non- 
members. 

Points are scored on the following 
basis: 4 points for reinstating a re- 
signed member; 3 points for an applica- 
tion accompanied with dues; 2 points for 
a check covering dues of a delinquent 
member, and 1 point for an application 
not accompanied with dues. Prizes will 
be awarded to the three highest point 
scorers. 

* * * 

Ilinois—The first regular meeting of 
the Illinois Association of Life Under- 
writers will be held April 23 at the Jef- 
ferson hotel, Peoria. Each local associa- 
tion is entitled to three delegates. At 
10:00 a. m. a confidential business session 
for delegates only will be held. At noon 
Judge Orbison of Indianapolis will speak 
on “The Gospel of Life Insurance.” 
Judge Orbison has observed many strik- 
ing illustrations of the need of life in- 
surance as a probate judge and presents 
effective selling arguments. President 
Frank L. Jones of the National associa- 
tion will also speak at the noon meeting. 
Clinton F. Criswell, secretary of the 
Illinois association, states that although 
it is only four months old the state 
association is already one of the largest 
organizations of its kind in the country. 

x * * 

Pittsburgh—An attendance of close to 
600 members of the Pittsburgh Life 
Underwriters Association at the fifth 
annual sales congress held here Wednes- 
day sufficiently attests the interest taken 
by life men in gatherings of this char- 
acter. The subjects considered included 
“A Salesman and Sales,” “The Silent 
Partner,” “Relationships of Banking and 
Life Underwriting,” “Selling Life Insur- 
ance,” “An Approach,” “Old _ Policy- 
holders,” “The Day’s Work,” “The 
Woman in Life Insurance,” “Success Es- 


sentials,” “What Life Insurance Does 
for Society,” and “The Gospel of Life 
Insurance.” 








WITH INDUSTRIAL MEN | 








TENNESSEE NATIONAL MEN, 





Big Production Records Made in In- 
dustrial, Life and Casualty 
Business 


A dozen or so “Big Time Men” who by 
large increase and high percentage 
records, give companies occasionally 
something to feel good about, fade into | 





|}a@ man could make 


a common place beside the record of 
“Big Time Men” of the National Life and 
Accident—159 in number, who during 
the last week in March, produced the 


| company’s greatest big time success, 


Exploding the record of increase that 
in a week, N. A. 
Graham of Mobile, Ala., hung up an un- 
extraordinary mark of $32.25 industrial 
increase and 156 percent in this seven- 
day period. Mr. Graham is active in 
casualty, with thirty-seven times the 














Why It Pays to Tie Up With 
The Ohto National 


” i ‘HE extra or top dollars the agent earns 
through delivery of policies on practically 

100% of applications is one of the reasons why 

it pays to tie up with the Ohio National Life. 

This is our 1925 record: 

Policies issued as applied for, more than 93%. 

Policies issued on modified basis, 5%. 

Actual rejections, less than 154%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks. 





Actual to expected mortality, 39%. 
Gu Om 


General Agent Wanted for Cincinnati 


Other good openings. For information address: 


The Ohio National Life 


Insurance Company 


CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleby 
Sup’t of Agents 


President 

















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 
~ 


ife Health Accident 
Life Policies—Disability Policies—Accident 
Policies 





Sub-Standard Standard Super-Standard 


One Company One Correspondent One Contract 
40 Popular Life Forms 7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 



































COLUMBUS, OHIO 
——— 
If If 
Territory does make a difference You are a producer 
If If 
Close cooperation is necessary You believe in yourself 
If If 


A friendly interest is needed You want a REAL job 
Write or wire 
S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 
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amount required for the Silver Jubilee. 

Second of the “One Hundred and Fifty- 
niners” was J. W. Holsclaw of Hunting- 
ton with a $16 increase with 166 percent. 
Mr. Holsclaw is said to have $16,000 ordi- 
nary paid for and more than ten times 
his casualty requirement for the Silver 
Jubilee celebration. 

Third is R. E. Musto with $15.35 in- 
crease and 148 percent. He is from 
Akron. Fourth, J. F. Osborne of Hunt- 
ington, Tenn., with $11.85 increase and 
138 percent. Fourth, W. G. Adkins of 
Akron, with $10.45 increase and 168 per- 
cent. Fifth, M. J. Brooks of Atlanta 
No. 1 with $9.80 increase and 124 per- 
cent. Sixth is M. P. Ferrell of Mobile 
with $9.80 increase and 104 percent. 
Next is R. E. Millican of Mobile with 
$9.45 increase; J. P. Stroud of Houston 
with $9.20 increase; N. O. Bush of Vicks- 
burg with $8.95. increase and 101.5 per- 
cent; W. D. Culpepper of Montgomery 
with $8.50 increase and 97.3 percent; S. 
R. Brice of Ensley with $7.60 increase 
and 179 percent. H. A. Cox of Atlanta 
No. 2 with $7.60 increase and 98 per- 
cent; E. L. Blackstone of Atlanta No, 1 
with 7.35 increase and 152 percent; J. L. 
McGowan of Augusta with $6.75 in- 
crease. A. A. Green of Chattanooga with 
$7 increase and 97 percent. C. D. Oslin 
of Atlanta No. 1 with $6.70 increase and 
115 percent. A. B. Guerra of San An- 
tonio with $6.60 increase and 126 per- 
cent. 


Western & Southern News 


The second annual business meeting 
and dinner of the Norwood District of 
the Western & Southern Life was held 
in Cincinnati. There were present from 
the home office, W. J. Williams, presi- 
dent; R, A. Ryan, treasurer; H. Thos. 
Head, director of agencies; Chas. M. 
Biscay. manager ordinary department; 
J. J. Doyle, publicity manager; Chas. 
M. Biscay, Jr., E. A. McCoy, Jr., and the 
following visiting superintendents: R. 
E. Galvin, Cincinnati West; J. D. Cas- 
sidy, Dayton; F. E. Brawley, Middle- 
town; Wm. Glaser, Hamilton, and C. J. 
White, Piqua. The first speaker intro- 
duced was President W. J. Williams, who 
presented to Superintendent C. F. Braw- 
ley a silver loving cup as a mark of 
appreciation from the home office of the 
splendid work accomplished by the Nor- 
wood district in leading the field in 
joint results for 1925. 

The company’s leading district in 
joint results for the first quarter is 
Detroit-Grand River under Superintend- 
ent W. D. Davis. The leading assistant 
superintendent is A. W. Skelly, Pontiac, 
Mich. The leading agent is Louis 
Dalbor, Lakeview. 


Three New Illinois Offices 


The John Hancock Mutual next month 
will establish three new-industrial offices 
in Illinois. They will be at Aurora, 
Peoria and Springfield. Later with these 
will be established several detached 
offices including Joliet, Elgin, Blooming- 
ton, Galesburg, Decatur and Jacksonville. 
Charles M. O’Grady of Chicago No. 4 
agency, will be superintendent at Au- 
rora. George W. Brown of the Day- 
ton, O., agency has been selected for 
Peoria. James Morgan of the Water- 
bury, Conn., agency will be superin- 
tendent at Springfield. 





Dr, Frank P. ter, medical director 
of the Atlantic Life, is back at the home 
office following a visit to a number of 
southern agencies of the company. 


OOO DO@eoesoeaoe”q 


Even An Efficient Workman Needs Adequate Tools 
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Non-Medical 
Salary Savings 
Monthly Premium 
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NEWS ABOUT LIFE COMPANIES’ POLICIES 





PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in Policy Literature, Rate Books, i 
Supplementing the “Unique Manual-Digest’’ and “Little Gem,” Published Annually in May and April respectively. 
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DIVIDEND SCHEDULE OF THE MANHATTAN LIFE FOR 1926 


HE Manhattan Life has issued its 
new schedule of dividends for the 
fiscal year beginning May 1. The 
dividend scale is applicable to policies 


dividends shown in the subjoined table 
illustrate the current dividends that, the 
company will pay on such policies, pro- 
vided that the same dividend basis is 


ing are the dividends payable an ordj. 
nary life, 20-pay life and 20-year ep. 
dowment policies at all ages for the 
first 20 dividend years according to the 














issued on and after June 1, 1924. The! continued in subsequent years. Follow- | new schedule: 

ORDINARY LIFE 

Ageat - END OF YEAR 
Issue Premium 1 2 3 4 6 7 8 9 10 11 12 13 14 15 16 17 18 19 9 
$ $ 5 > $ 3 $ $ 3 BY # 3 $ $ z BS 3 3 $ $ $ 
15 16.14 2.54 2.59 2.62 2.67 2.71 2.73 2.78 2.80 2.84 2.88 2.92 2.97 3.01 3.05 3.10 3.15 3.19 3.25 3.29 337 
16 16.43 2.58 2.63 2.67 2.72 2.76 2.78 2.83 2.86 290 2.94 2.98 3.03 3.08 3.12 3.17 3.22 3.27 3.33 3.37 345 
17 16.75 2.63 2.68 2.72 2.77 2.82 2.84 2.89 2.92 2.97 3.01 3.05 3.11° 3.15 3.20 3.25 3.31 3.36 3.42 3.47 355 
18 - 17.10 2.69 2.75 2.79 2.84 2.88 2.92 2.97 3.00 3.04 3.09 3.14 3.19 3.24 3.29 3.35 3.40 3.45 3.52 3.57 365 
19 - 17.46 2.75 2.81 2.85 2.90 2.95 2.99 3.04 3.07 3.12 3.27 3.22 3.28 3.32 3.38 3.44 3.50 3.55 3.62 3.68 376 
20 17.82 2.80 2.86 2.91 2.96 3.01 3.05 3.10 3.14 3.19 3.24 3.29 3.35 3.40 3.46 3.52 3.58 3.64 3.71 3.77 3.85 
21 18.21 2.87 2.93 2.99 3.04 3.09 3.13 3.18 3.23 3.28 3.33 3.38 3.44 3.50 3.56 3.62 3.68 3.75 3.81 3.89 39 
22 18.62 2.94 3.00 3.05 3.11 3.15 3.20 3.25 3.30 3.35 3.41 3.47 3.52 3.58 3.65 3.71 3.77 3.84 3.91 3.99 4106 
23 19.05 3.00 3.06 3.12 3.17 3.23 3.27 3.32 3.38 3.43 3.49 3.54 3.61 3.67 3.74 3.80 3.87 3.94 4.01 4.09 417 
24 19.61 3.09 3.15 3.21 3.27 3.32 3.38 3.43 3.48 3.54 3.60 3.66 3.72 3.79 3.86 3.92 3.99 4.07 4.14 4.22 4°39 
25 . 19.97 3.16 3.22 3.29 3.35 3.40 3.46 3.51 3.57 3.63 3.69 3.75 3.82 3.88 3.96 4.03 4.10 4.18 4.26 4.34 449 
26 . 20.48 3.24 3.31 3.38 3.44 3.50 3.55 3.61 3.67 3.73 3.80 3.86 3.93 4.00 4.07 4.14 4.22 4.30 4.38 4.47 455 
27 . 21.00 3.31 3.39 3.45 3.51 3.57 3.63 3.69 3.76 3.82 3.89 3.96 4.03 4.10 4.17 4.25 4.33 4.41 4.50 4:59 46s 
28 - 21.55 3.41 3.49 3.56 3.62 3.68 3.75 3.81 3.88 3.94 4.01 4.08 4.16 4.23 4.31 4.39 4.48 4.56 4.65 4.74 433 
29 . 22.13 3.61 3.58 3.65 3.72 3.79 3.85 3.92 3.98 4.06 4.13 4.20 4.28 4.36 444 4.52 4.61 4.70 4.79 4.88 497 
30 22.73 3.59 3.67 3.74 3.81 3.88 3.95 4.02 4.09 4.16 4.23 4.31 4.39 4.47 4.56 4.65 4.74 4.83 4.92 5.02 5.11 
31 23.38 3.70 3.77 3.85 3.92 4.00 4.06 4.13 4.21 4.28 4.36 444 4.52 4.61 4.70 4.79 4.88 497 5.08 5.17 5.97 
32 . 24.05 3.81 3.89 3.97 4.05 4.12 4.19 4.27 4.34 4.42 4.50 4.59 4.67 4.76 4.85 4.95 5.04 5.14 5.24 5.34 544 
33 . 24.77 3.93 4.02 4.09 4.18 4.26 4.33 4.41 4.48 4.57 4.65 4.74 4.83 4.92 5.02 5.11 5.21 5.31 5.41 5.52 563 
34 25.52 4.04 4.13 4.22 4.30 4.38 4.46 4.54 4.62 4.71 4.79 4.88 4.98 5.07 5.17 5.27 5.37 5.48 5.58 5.69 5.80 
35 - 26.83 4.17 4.27 4.35 4.44 4.53 4.61 4.69 4.78 4.87 4.96 5.05 5.15 5.25 5.35 5.45 5.56 5.67 5.77 5.89 6.00 
36 . 27.17 4.31 4.40 4.49 4.58 4.67 4.76 4.85 4.94 5.02 5.12 5.22 5.32 5.42 5.53 5.63 5.74 5.86 5.96 6.08 619 
37 . 28.06 4.45 4.55 4.65 4.74 4.83 4.92 5.01 5.10 5.20 5.30 5.40 5.50 5.61 5.72 5.83 5.94 6.06 6.17 6.28 640 
38 . 29.02 4.60 4.71 4.80 4.90 5.00 5.09 5.19 5.28 5.38 5.49 5.59 5.70 5.81 5.92 6.03 6.15 6.27 639 650 66° 
39 - 30.02 4.76 4.87 4.97 5.08 5.18 5.27 5.38 5.48 5.58 5.69 5.80 5.90 6.02 6.13 6.25 6.37 6.49 6.61 6.73 63% 
40 . 31.08 4.94 5.05 5.16 5.26 5.37 5.47 5.57 5.68 5.79 5.89 6.01 6.12 6.24 6.36 6.48 6.60 6.72 6.84 6.97 7.09 
41 . 32.22 5.08 5.20 5.31 5.42 5.53 5.63 5.74 5.85 5.96 6.08 6.20 6.31 6.43 6.56 6.68 6.80 6.93 7.05 718 731 
42 . 33.40 5.24 5.36 5.48 5.59 5.70 5.81 5.92 6.03 6.15 6.27 6.39 6:51 6.63 6.76 6.89 7.01 7.14 7.27 7140 753 
43 . 34.69 5.40 5.52 5.65 6.77 5.88 6.00 6.12 6.23 6.35 6.48 6.60 6.72 685 698 7.11 7.24 7.37 7.50 7.63 776 
44 . 36.05 5.58 5.71 5.84 5.97 6.09 6.21 6.33 645 6.57 6.70 6.82 6.96 7.09 7.22 7.35 7.48 7.62 7.75 7.88 802 
45 37.49 5.75 5.89 6.03 6.15 6.28 6.41 6.53 6.66 6.78 6.92 7.05 7.18 7.31 7.45 7.58 7.72 7.85 7.99 8.12 8.26 
46 39.03 5.96 6.10 6.24 6.38 6.50 6.64 6.76 6.89 7.03 7.16 7.30 7.43 7.57 7.71 7.85 7.99 8.12 8.26 840 853 
47 40.67 6.16 6.31 6.46 6.60 6.73 6.87 7.00 7.14 7.27 7.41 7.55 7.69 7.83 7.97 8.11 8.25 8.39 8.53 867 881 
48 42.41 6.37 6.53 6.68 6.83 6.97 7.11 7.24 7.38 7.53 7.66 7.81 7.95 8.10 8.24 8.38 8.53 8.67 8.81 895 9.09 
49 44.28 6.62 6.78 6.94 7.09 7.24 7.38 7.52 7.66 7.81 7.96 810 8.25 8.40 8.55 8.69 8.83 8.98 9.12 927 940 
50 46.27 6.86 7.03 7.20 7.35 7.50 7.65 7.80 7.95 8.10 825 840 8.55 8.70 8.85 9.00 9.14 9.29 9.43 9.58 9.72 
61 48.39 7.18 7.35 7.62 7.69 7.84 8.00 8.15 8.30 8.45 8.60 8.76 8.92 9.07 9.22 9.37 9.52 9.67 9.82 9.96 10.10 
52 50.64 7.51 7.69 7.87 8.04 8.20 8.36 8.51 8.68 8.83 8.99 9.14 9.30 9.46 9.61 9.77 9.92 10.07 10.21 16.36 10.50 
53 53.05 7.86 8.05 8.23 8.41 8.58 8.74 8.91 9.07 9.23 9.39 9.55 9.71 9.87 16.03 10.18 10.33 10.48 10.63 10.78 10.92 
54 .... 55.62 8.24 844 8.63 8.82 8.99 9.16 9.33 9.49 9.66 9.83 9.99 10.15 10.31 10.47 10.63 10.79 10.94 11.09 11.23 11.37 
55 . 58.36 8.64 8.85 9.05 9.24 9.42 9.60 9.77 9.94 10.11 10.27 10.34 10.61 10.77 10.93 11.10 11.25 11.40 11.55 11.70 11.84 
56 . 61.28 9.07 9.28 9.49 9.69 9.88 10.06 10.23 10.41 10.58 10.75 10.92 11.99 11.26 11.42 11.58 11.74 11.89 12.04 1219 1233 
57 . 64.42 9.54 9.77 9.98 10.19 10.38 10.56.10.74 10.92 11.10 11.28 11.45 11.62 11.79 11.96 12.11 12.27 12.43 12.58 12.73 1287 
58 . 67.75 10.02 10.26 10.48 10.70 10.89 11.09°11.27 11.45 11.63 11.81 11.99 12.16 12.33 12.50 12.66 12.82 12.98 13.13 13.28 1343 
59 . 71.84 10.55 10.80 11.03 11.25 11.46 11.65 11.84 12.03 12.22 12.40 12.58 12.75 12.92 13.09 13.25 13.42 13.57 13.73 13.88 14.04 
60 . 75.16 11.11 11.37 11.61 11.84 12.06 12.25 12.45 12.64 12.82 13.01 13.19 13.37 13.54 13.71 13.88 14.04 14.20 14.87 14.52 14.68 

TWENTY PAYMENT LIFE 

Ageat - END OF YEAR 
Issue Premium 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 
3 $ 3 3 £ i $ » 53 § $ > BS $ $ 5 3 3 BY $ $ 
15. 24.30 3.07 3.16 3.25 3.34 3.43 3.52 3.60 3.70 3.80 3.91 4.02 4.12 4.24 4.36 4.47 4.61 4.74 4.89 5.02 5.19 
16 . 24.66 3.12 3.22 3.31 3.40 3.49 3.58 3.67 3.77 3.87 3.98 4.09 4.20 4.32 4.44 4.56 4.70 4.83 4.99 5.12 5.29 
17. 25.02 3.18 3.27 3.36 3.46 3.55 3.64 3.73 3.84 3.94 4.05 4.17 4.28 4.40 4.52 4.65 4.79 4.93 5.08 5.22 5.40 
7 . 25.41 3.22 3.31 3.41 3.50 3.60 3.70 3.79 3.89 4.00 4.12 4.23 4.34 4.47 4.60 4.72 4.87 5.01 5.17 5.32 5.49 
19. 25.82 3.29 3.39 3.48 3.58 3.68 3.78 3.87 3.98 4.09 4.21 4.33 4.44 4.57 4.70 4.83 4.98 5.138 5.28 5.43 5.62 
26.23 3.35 3.45 3.55 3.65 3.75 3.85 3.95 4.06 4.17 4.29 4.41 4.53 4.66 4.79 4.93 5.08 5.23 5.39 5.55 5.73 
21 26.68 3.41 3.51 3.61 3.72 3.82 3.92 4.03 4.14 4.25 4.36 4.49 4.62 4.75 4.89 5.03 5.17 5.83 5.49 5.66 5.83 
22 27.12 3.48 3.59 3.69 3.80 3.90 4.00 4.11 4.22 4.34 4.46 4.58 4.71 4.85 4.99 5.14 65.29 5.44 5.61 5.78 5.96 
2 27.59 3.55 3.65 3.76 3.86 3.97 4.07 4.19 4.30 4.42 4.54 4.67 4.80 4.94 5.08 5.23 5.39 5.55 5.72 5.89 6.07 
24 . 28.09 3.62 3.72 3.83 3.94 4.05 4.16 4.27 4.38 4.51 4.63 4.76 4.90 5.04 5.19 5.34 5.50 5.66 5.84 6.02 6.2 
25 . 28.59 3.68 3.79 3.90 4.01 4.12 4.23 4.85 4.47 4.59 4.72 4.856 4.99 5.13 5.28 5.44 5.60 5.77 5.94 6.13 6.32 
26 . 29.13 3.78 3.90 4.01 4.12 4.23 4.35 4.47 4.59 4.71 4.84 4.98 5.12 5.27 5.42 5.58 5.74 5.92 6.10 628 6.48 
27 . 29.68 3.86 3.98 4.10 4.21 4.32 4.44 4.56 4.68 4.82 4.95 5.09 5.23 5.38 5.54 5.70 5.87 6.05 6.23 6.42 6.62 
28 . 30.26 3.96 4.07 4.19 4.31 4.43 4.55 4.67 4.80 4.93 5.06 5.21 5.36 5.51 5.67 5.84 6.01 6.18 6.38 6.57 6.77 
29 . 380.85 4.03 4.15 4.27 4.39 4.51 4.63 4.75 4.89 5.02 5.16 5.31 5.46 5.62 5.78 5.95 6.13 6.31 6.50 6.70 6.90 
30 - 31.47 4.13 4.25 4.37 4.50 4.63 4.75 4.88 5.01 5.15 5.29 5.44 5.59 5.75 5.92 6.10 6.28 6.46 6.65 6.86 7.07 
$1 . 32.13 4.23 4.36 4.49 4.61 4.74 4.86 5.00 5.13 5.27 5.42 5.57 5.73 5.90 6.06 6.24 642 662 681 702 7.23 


(CONTINUED ON NEXT PAGE) 


MUTUAL LIFE OF ILLINOIS 


SPRINGFIELD, ILLINOIS 
Agents Are Splendidly Equipped with Such Tools as 


Juvenile Policies 
Payor Insurance 
Female Insurance 


Sub-Standard 


without restrictions 


Something new and entirely different in our 5 Point G. P. S. Policy. A sure-fire business getter. 


Complete line of ACCIDENT AND HEALTH Policies. 


Courses in Salesmanship. 


Excellent General Agency territory open in Illinois, Indiana, Iowa and Missouri. 


Write in strict confidence to H. B. Hill, President 


Annual Dividend and 
Non-Participating Forms 


Insurance 
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— OF YEAR 
0 








eat 
fa Premium 1 2 3 4 5 6 7 8 1 11 12 13 14 15 16 1 19 0 
$ 3 $ $ $ $ $ 3 $ $ $ > $ 3 3 $ BY $ $ 
2 32.80 4.32 4.46 4.58 4.71 4.84 4.97 5.10 5.24 5.54 5.69 5.85 6.02 6.20 6.38 6.57 6.76 6.96 7.17 7.39 
33 33.50 4.42 4.56 4.69 4.83 4.96 5.09 5.23 5.37 5.67 5.83 6.00 6.16 6.34 6.52 6.72 6.92 7.12 7.34 7.56 
34 34.24 4.54 4.67 4.81 4.95 5.08 5.22 5.36 5.51 5.81 5.97 6.14 6.32 6.50 6.69 6.89 7.08 7.29 7.52 7.74 
35 35.03 4.66 4.80 4.94 5.08 5.22 5.36 5.50 5.65 5.96 6.13 6.30 6.48 6.66 6.86 7.06 7.26 7.48 7.70 7.93 
36 35.84 4.79 4.93 5.08 5.22 5.36 5.50 5.65 5.80 6.13 6.30 6.48 6.66 6.84 7.04 7.24 7.45 7.67 7.90 8.13 
37 36.68 4.93 5.07 5.22 5.36 5.51 5.65 5.81 5.96 6.29 6.46 6.64 6.83 7.03 7.22 7.43 7.64 7.87 8.09 8.33 
38 37.58 5.07 5.22 5.37 5.52 5.67 5.82 5.97 6.13 6.46 6.64 6.82 7.02 7.21 7.42 7.63 7.84 8.07 8.31 8.55 
39 38.51 5.21 5.36 5.52 5.67 5.82 5.97 6.14 6.30 6.64 6.82 7.01 7.20 7.40 7.61 7.82 8.04 8.27 8.51 8.76 
40 39.50 5.36 5.52 5.68 5.84 5.99 6.15 6.31 6.48 -65 6.83 7.01 7.20 7.40 7.60 7.81 8.03 8.25 8.49 8.73 8.99 
41 40.53 5.53 5.69 5.85 6.01 6.17 6.33 6.49 6.67 6.84 7.03 7.21 7.41 7.60 7.81 8.02 8.25 8.47 8.71 8.96 9.22 
42 . 41.63 5.69 5.86 6.02 6.19 6.35 6.52 6.68 6.86 7.04 7.22 7.42 7.61 7.81 8.02 8.24 8.47 8.70 8.94 9.19 9.45 
43 42.79 5.87 6.04 6.21 6.38 6.55 6.72 6.89 7.07 7.25 7.44 7.63 7.84 04 8.26 8.47 8.70 8.94 9.19 9.44 9.71 
44 44.00 6.03 6.21 6.38 6.56 6.73 6.90 7.08 7.26 7.44 7.64 7.83 8.04 8.25 8.46 8.69 8.92 9.16 9.41 9.67 9.94 
45 45.30 6.25 6.43 6.60 6.78 6.96 7.14 7.31 7.50 7.69 7.88 8.09 8.29 8.51 8.73 8.95 9.18 9.43 9.68 9.95 10.22 
46 46.66 6.44 6.63 6.81 6.99 7.17 7.35 7.53 7.72 7.92 8.11 8.32 8.53 8.74 8.97 9.19 9.43 9.68 9.94 10.20 10.48 
47 48.11 6.66 6.85 7.04 7.22 741 7.60 7.78 7.97 8.17 8.37 8.57 8.79 9.01 9.23 9.47 9.71 9.96 10.22 10.49 10.78 
48 49.66 6.90 7.09 7.28 7.47 7.66 7.85 8.04 8.23 8.43 8.64 8.85 9.06 9.28 9.51 9.75 9.99 10.24 10.51 10.78 11.08 
49 51.31 7.16 7.36 7.55 7.75 7.94 8.13 8.33 8.52 8.73 8.93 9.15 9.36 9.59 9.82 10.06 10.31 10.56 10.83 11.11 11.41 
50 53.04 7.40 7.61 7.81 8.01 8.21 8.40 8.60 8.77 9.00 9.21 9.42 9.65 9.87 10.11 10.35 10.60 10.86 11.13 11.42 11.72 
51 54.91 7.69 7.90 8.11 8.32 8.51 8.71 8.91 9.11 9.32 9.54 9.76 9.98 10.21 10.44 10.69 10.94 11.20 11.48 11.77 12.08 
52 56.88 7.99 8.21 8.42 8.63 8.84 9.04 9.24 9.45 9.66 9.88 10.09 10.32 10.55 10.79 11.03 11.29 11.55 11.83 12.13 12.44 
53 59.00 8.34 8.57 8.79 9.00 9.21 9.42 9.62 9.83 10.04 10.26 10.48 10.71 10.94 11.18 11.43 11.68 11.95 12.24 12.54 12.85 
54 61.26 8.69 8.93 9.15 9.37 9.58 9.79 10.00 10.21 10.43 10.64 10.87 11.10 11.33 11.57 11.82 12.08 12.35 12.63 12.94 13.27 
55 63.67 9.07 9.31 9.54 9.77 9.98 10.19 10.40 10.62 10.84 11.06 11.29 11.51 11.75 11.99 12.24 12.50 12.77 13.06 13.37 13.71 
56 66.27 9.47 9.72 9.96 10.19 10.41 10.62 10.83 11.05 11.27 11.49 11.72 11.95 12.19 12.43 12.68 12.94 13.22 13.51 13.83 14.18 
57 69.04 9.90 10.16 10.40 10.63 10.86 11.08 11.29 11.51 11.73 11.96 12.19 12.42 12.66 12.90 13.15 13.41 13.69 13.98 14.31 14.67 
58 72.02 10.36 10.63 10.87 11.11 11.35 11.56 11.78 12.01 12.23 12.45 12.68 12.91 13.15 13.39 13.64 13.91 14.18 14.48 14.81 15.19 
59 75.22 10.86 11.13 11.39 11.64 11.87 12.09 12.31 12.54 12.76 12.99 13.21 13.44 13.68 13.92 14.17 14.44 14.72 15.03 15.36 15.74 
60 78.66 11.38 11.66 11.92 12.17 12.41 12.64 12.86 13.09 13.31 13.54 13.76 13.99 14.23 14.47 14.72 14.99 15.28 15.59 15.93 16.32 
TWENTY YEAR ENDOWMENT 
4.96 5.18 5.4 5.62 5.86 6.09 6.34 6.60 6.87 7.14 7.43 7.73 8.04 8.37 8.72 9.08 9.45 9.84 10.25 10.68 
4.98 5.20 5.42 5.64 5.88 6.11 6.36 6.62 6.89 7.16 7.45 7.75 8.06 8.39 8.74 9.10 9.47 9.86 10.27 10.70 
5.00 5.22 5.44 5.66 5.90 6.13 6.38 6.64 6.91 7.18 7.47 7.77 8.08 8.41 8.76 9.12 9.49 9.88 10.29 10.72 
5.03 5.25 5.47 5.69 5.93 6.16 6.41 6.67 6.94 7.21 7.50 7.80 8.11 8.44 8.79 9.15 9.52 9.91 10.32 10.75 
5.05 5.27 5.49 5.71 5.95 6.18 6.43 6.69 6.96 7.23 7.53 7.83 8.14 8.47 8.82 9.18 9.55 9.94 10.35 10.78 
5.08 5.30 65.52 5.74 5.98 6.21 6.46 6.72 6.99 7.26 7.56 7.86 8.17 8.50 8.85 9%.21 9.58 9.97 10.38 10.81 
6.13 5.35 5.57 5.79 6.03 6.26 6.51 6.77 7.04 7.31 7.61 7.91 8.22 8.55 8.90 9.26 9.63 10.02 10.43 10.86 
5.18 5.40 5.62 5.84 6.08 6.31 6.56 6.82 7.09 7.36 7.66 7.96 8.27 8.60 8.95 9.31 9.68 10.07 10.48 10.91 
6.21 5.43 5.65 5.87 6.11 6.34 6.59 6.85 7.12 7.39 7.69 7.99 8.30 8.63 8.98 9.34 9.71 10.10 10.51 10.94 
5.27 5.49 5.71 5.93 6.17 6.40 6.65 6.91 7.18 7.45 7.75 8.05 8.36 8.69 9.04 9.40 9.77 10.16 10.57 11.00 
5.29 5.51 5.73 5.95 6.19 6.42 6.67 6.93 7.20 7.47 7.76 8.07 8.38 8.71 9.06 9.42 9.79 10.18 10.59 11.02 
5.35 5.57 5.79 6.02 6.25 6.48 6.73 6.99 7.26 7.53 7.82 8.13 8.44 8.77 9.12 9.48 9.87 10.24 10.65 11.08 
5.40 5.62 5.84 6.07 6.30 6.53 6.78 7.04 7.31 7.58 7.87 8.18 8.49 8.82 9.17 9.53 9.90 10.29 10.70 11.13 
5.47 5.69 5.91 6.14 6.37 6.61 6.85 7.11 7.38 7.65 7.94 8.25 8.56 8.89 9.24 9.59 9.97 10.36 10.77 11.20 
5.52 5.74 5.96 6.19 642 6.66 6.90 7.16 7.43 7.70 7.99 8.30 8.61 8.94 9.29 9.64 10.02 10.41 10.82 11.25 
5.58 5.80 6.02 6.25 6.48 6.72 6.96 7.22 7.49 7.76 8.05 8.36 8.67 9.00 9.34 9.70 10.08 10.47 10.88 11.31 
6.64 5.86 6.08 6.31 6.54 6.78 7.02 7.28 7.55 7.82 8.11 8.42 8.73 9.06 9.40 9.76 10.14 10.53 10.94 11.37 
5.71 5.93 6.15 6.38 6.61 6.85 7.09 7.35 7.62 7.89 8.18 8.49 8.80 9.13 9.47 9.83 10.20 10.60 11.01 11.44 
5.78 6.00 6.22 6.45 6.68 6.92 7.16 7.42 7.69 7.96 8.25 8.56 8.87 9.20 9.54 9.90 10.27 10.67 11.08 11.51 
5.86 6.08 6.30 6.53 6.76 7.00 7.24 7.50 7.77 8.04 8.34 8.64 8.95 9.28 9.62 9.98 10.35 10.75 11.16 11.59 
5.94 6.16 6.38 6.61 6.84 7.08 7.32 7.58 7.85 8.12 8.42 8.72 9.03 9.36 9.70 10.06 10.43 10.82 11.24 11.67 
6.04 6.26 6.48 6.71 6.94 7.18 7.42 7.68 7.95 8.23 8.52 8.82 9.13 9.46 9.80 10.16 10.53 10.92 11.34 11.77 
6.13 6.35 6.58 6.81 7.03 7.27 7.52 7.77 8.04 8.32 8.61 8.91 9.22 9.55 9.89 10.24 10.62 11.01 11.43 11.86 
6.23 6.45 6.68 6.91 7.14 7.37 7.62 7.88 8.14 842 8.71 9.01 9.32 9.65 9.99 10.34 10.72 11.11 11.53 11.96 
6.34 6.56 6.79 7.02 7.25 7.48 7.73 7.99 8.25 8.53 8.82 9.12 9.43 9.76 10.10 10.45 10.83 11.22 11.63 12.07 
6.45 6.68 6.90 7.13 7.36 7.60 7.85 8.10 8.37 864 8.93 9.23 9.54 9.87 10.20 10.56 10.94 11.33 11.74 12.18 
6.56 6.79 7.01 7.24 7.48 7.71 7.96 8.21 848 8.75 9.04 9.34 9.65 9.98 10.31 10.67 11.05 11.44 11.85 12.29 
6.66 6.89 7.11 7.34 7.58 7.82 8.06 8.32 8.58 8.86 9.14 9.44 9.75 10.08 10.41 10.77 11.14 11.54 11.95 12.39 
6.79 7.02 7.24 7.48 7.71 7.95 8.20 8.45 8.71 8.99 9.28 9.57 9.88 10.20 10.54 10.90 11.27 11.66 12.07 12.52 
6.91 7.14 7.37 7.60 7.84 8.07 8.32 8.58 8.84 9.11 9.40 9.69 10.00 10.32 10.66 11.01 11.38 11.78 12.19 12.64 
7.06 7.29 7.52 7.75 7.99 8.28 8.42 8.73 8.99 9.27 9.55 9.84 10.15 10.47 10.81 11.16 11.53 11.92 12.34 12.79 
7.20 7.43 7.67 7.90 813 8.37 8.62 8.87 9.14 9.41 9.69 9.98 10.29 10.61 10.95 11.30 11.67 12.06 12.48 12.93 
7.36 7.59 7.83 8.06 8.30 8.54 8.79 9.04 9.30 9.57 9.85 10.15 10.45 10.77 11.10 11.46 11.82 12.22 12.64 13.09 
7.54 7.77 8.01 8.25 8.49 8.73 8.97 9.22 9.48 9.75 10.03 10.33 10.63 10.95 11.28 11.63 12.00 12.39 12.81 13.27 
7.73 7.97 8.20 8.44 8.68 8.92 9.16 9.41 9.68 9.95 10.22 10.52 10.82 11.14 11.47 11.81 12.19 12.58 13.00 13.46 
7.92 8.17 8.41 8.65 8.89 9.13 9.37 9.62 9.88 10.15 10.43 10.72 11.02 11.33 11.66 12.01 12.38 12.77 13.20 13.66 
8.17 8.42 8.66 8.90 9.14 9.38 9.62 9.88 10.13 10.40 10.68 10.97 11.27 11.58 11.91 12.25 12.62 13.01 13.45 13.91 
8.44 8.69 8.93 9.18 9.42 9.66 9.91 10.15 10.41 10.68 10.96 11.24 11.54 11.84 12.17 12.52 12.88 13.28 13.71 14.18 
8.73 8.98 9.23 9.48 9.72 9.96 10.20 10.45 10.71 10.97 11.25 11.53 11.82 12.13 12.46 12.80 13.17 13.56 13.99 14.47 
9.06 9.31 9.57 9.81 10.06 10.30 10.54 10.79 11.04 11.31 11.58 11.86 12.15 12.46 12.78 13.12 13.49 13.89 14.32 14.80 
55 .74 9.39 9.65 9.90 10.15 10.39 10.63 10.88 11.13 11.38 11.64 11.91 12.19 12.48 12.79 13.11 13.44 13.81 14.20 14.64 15.13 
56 .... 69.89 9.77 10.03 10.29 10.54 10.79 11.03 11.27 11.52 11.77 12.03 12.30 12.57 12.86 13.16 13.48 13.82 14.18 14.57 15.02 15.51 
57 .... 72.24 10.15 10.42 10.68 10.94 11.19 11.43 11.67 11.91 12.17 12.42 12.69 12.96 13.25 13.55 13.86 14.19 14.55 14.96 15.39 15.90 
58 .... 74.83 10.59 10.87 11.13 11.39 11.64 11.88 12.12 12.37 12.62 12.88 13.13 13.40 13.69 13.98 14.29 14.62 14.98 15.38 15.83 16.34 
59 .... 77.66 11.06 11.35 11.62 11.88 12.13 12.37 12.62 12.86 13.11 13.36 13.62 13.89 14.17 14.45 14.76 15.09 15.45 15.85 16.30 16.82 
60 .... 80.75 11.55 11.84 12.12 12.38 12.63 12.88 13.12 13.36 13.61 13.86 14.12 14.38 14.65 14.94 15.24 15.57 15.92 16.32 16.78 17.31 
Philadelphia Life and it provides for the systematic sav- Ohio State Life Contests 


The Philadelphia Life has issued a new 
non-participating term policy which is 
not renewable, but is convertible with- 
out reexamination to any life or endow- 
ment plan on which the premiums are 
payable for 15 years or more. The 
Policy will not be issued in amounts 
less than $5,000. Provisions for total 
disability waiver of premium and $10 
monthly payments and for total disabil- 
ity waiver of premium, $10 monthly pay- 
ments and double indemnity may be 
added for an extra premium. The policy 
is also issued on the semi-annual or 
quarterly premium basis, the semi- 
annual premiums being 52 percent of the 
annual and the quarterly premium 26% 
percent of the annual. Following are 
the rates per $1,000 without disability 
or double indemnity at all ages: 


Age Prem. Age Prem. Age Prem. | 
ll i ae $13.15 | 
ee | a2 ee 13.90 
SPevewe a 6 Elcsecce 14.73 | 
«epee bt gf 15.68 
Raha 9.29 50..... 16.74 | 
C—O ae Mies aes 17.92 
eee DSS. BBscece 19.25 
Besesen Rae bse cce 20.72 
Die scecee “Weceecs 22.37 
Sieesed es ea 24.21 
Gis céée ae. Miveces 26.36 

See tt 28.75 
11.50 58..... 31.42 
irises Pe Miscese 34.38 
Buses i jane 37.69 





Great Republic Life 
ane life insurance contract has re- 
—_ y been placed on the market by the 
ne Republic Life, termed the Ideal 
. vings Policy. The keynote of the plan 
the appealing to the idea of savings, 








ing of a definite amount and the at- 
tainment of a definite goal through 
whatever monthly program of saving 
may be decided upon by the insured. 
The contract matures in 20 years and 
under its terms the insured has three 
guaranteed options of settlement upon 
surrender of the contract. Upon a basis 
of a $10,000 policy at age 35, these op- 
tions are as follows: (1) Receive in 
cash $10,000. (2) Receive a paid-up life 
contract for $10,000 and in addition 
thereto $4,340. (3) Receive a paid-up 
life contract for $17,660 subject to evi- 
dence of insurability satisfactory to the 
company. 


Massachusetts Mutual 


The Massachusetts Mutual Life is pay- 
ing 5 percent on proceeds left at inter- 
est and 4.8 percent on dividends. It is 
correctly stated on page 210 of the Little 
Gem Chart but in the summary of in- 
terest rates on page 669 the statement 
is in error. 


Minnesota Mutual 


The Minnesota Mutual has announced 
new disability rates which will apply 
to all applications written on and after 
April 15. Policies may hereafter be 
issued with life benefit alone, life with 
1 percent disability, life with double 
accident, life with 1 percent disability 
and double accident, life with increas- 
ing disability and life with double acci- 
dent and increasing disability. Rates 


for addition of disability benefits to old 
policies are correspondingly 
and will be announced shortly. 


increased 





Several contests among agents of the 
Ohio State Life have just come to a 
close with gratifying results as to new 
business written, and now several others 
have started. A. E. Demilio, manager 
of the Pittsburgh office, has challenged 
the 20 members of his staff, declaring 
that he can write more business than 
all of them put together in contract 
time. At the Youngstown branch of 
the Ohio State Life, under the direction 
of Manager Miletus Garner, who has 
made quite a record since he went to 
Youngstown, the Slovakian and Amer- 
ican agents have started a contest, and 


| at Akron, Special Agent Lewis FE. Palffly 


| 





has challenged all the other agents in 
the office. 





PROFITABLE PARTNERSHIP 
exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hund Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 














ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














A. GLOVER & CO. 

* Consulting Actuaries 

Life Insurance Accountants 
Statisticians 


2 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Assen. Bidg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2165 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 


T. 


and all Life Insurance Forms Pre- 
gore. The Law of Insurance 4 
ipecialty. 


Colcord Bldg. OKLAHOMA CITY 








J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY | 








Actuarial Service Insurance 
Publicity 
ppaaasst N. COATES 
CONSULTING 
ACTUARY 


S4 Pine Street - - San Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
St. Louis 








L A. ANDERSON 
° ACTUARY 


518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 
Des Moines 


—_- 








OHN E. HIGDON 
ACTUARY 
424 Argyle Bidg., Kansas City, Mo. 























Do your fellow agent a 
good turn—get him 
acquainted with The 
National Underwriter, 
the real insurance news- 


paper. ss £6 8 2 
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PRUDENTIAL MEETING 
WAS HELD AT NEWARK 


(CONTINUED FROM PAGE 1) 
could do even better than his best in 
the past. As for increased production, 
he did not ask the abnormal or the im- 
possible but only what should be pro- 
duced in order to adequatelv protect 
more American families in American 
homes. Bigger production depended on 
better supervision and greater assistance 
given to salesmen by superintendents 
and managers. 


Conserve Men and Business 


Second, there should be a decided 
effort to conserve both men and busi- 
ness. There was a definite connection 
between high turnover in personnel and 
high ratio of lapses. Encouragement, 


sound training and sympathetic, intel- 
ligent assistance would reduce mater- 
ially this great turnover in the field 


forces. “Conserve your men, your effi- 
cient men,” said President Duffield, 
“and thus conserve policies.” 


Better Educated Staff 


Third, a growing need exists for a 
better educated staff. A good insur- 
ance man does not at all need to be a 
college graduate, but he must have a 
sound knowledge of the great funda- 





mental principles of life insurance and 
of the contracts and particulars of his 
business. He must have equipped him- 
self to become a skilled professional ad- 
viser. A broad vision of life insurance 
andits purposes had to be seen. Life 
insurance, he said in conclusion, does 
not exist to provide a competence or liv- 
ing for insurance men. It exists to meet 
a great human need. It inspires men 
and women to unselfish service, for 
every premium paid is an unselfish sac- 
rifice on the part of one person for an- 
other. He urged those present to re- 
member that their business had the 
highest appeal to the most spiritual and 
noble side of human nature. 


Helped Veterans on Conversions 


Franklin D’Olier, former commander 
of the American Legion and vice-presi- 
dent in charge of administration, ap- 
pealed to the delegates to aid ex-service 
men in converting their war risk in- 
surance. He said that in war the army 
rested largely on the efforts of dough- 
boys and captains of companies. You 
superintendents and managers, he de- 
clared, are company commanders whose 
duty it is to teach the men under you 
how to go over the top and to lead 
them to the objective. 


Drive Against the Uninsured 
George W. Munsick, vice-president in 








charge of agencies, confessed that he 
was dissatisfied in spite of last year’s 
great record. The possibilities of life in- 
surance were only beginning to be real- 
ized. The surface was only scratched. 
There were more unprotected homes 
than protected ones in this country. 
This year the company aimed to launch 
a spirited drive against the uninsured 
and the underinsured. The goal was 
adequate protection forevery American 
family. 

=. J. Maciver, assistant secretary of 
the northern group, W. R. Konow of the 
central group, J. P. Mackin of the west- 
ern group and H. B. Sutphen of the 
southeastern group gave encouraging 
reports of the progress made already 
this year in their respective districts. 

Question of Progress 


F. A. C. Baker, assistant secretary to 
Vice-President Munsick, declared that 
the life insurance companies were in 
accord with the economic spirit of the 
times which tends to mass production 
and mass distribution. But he warned 
that in mass production important mat- 
ters of detail are apt to be overlooked. 
Perhaps things are not going ahead as 
fast as they seem. He quoted figures 
to show that in 1913 the average agent 
wrote four policies a week for an av- 
erage weekly premium of 43 cents. 
While the amount of the premium had 
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Sharon 
Butler 


NOW OPEN 
FOR BUSINESS 
IN PENNSYLVANIA 
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Wanted in— 
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PROVIDENT 


Life and Accident Insurance Company 
of Chattanooga, Tennessee 


ACCIDENT, HEALTH and GROUP INSURANCE 






































about tripled in 1925, the average agent 
was producing only six-tenths of a pol. 
icy more per week. 

Predicting that group insurance 
would probably be almost universal jp 
five years, Assistant Secretary J. H. 
Birkett, head of the group insurance dj. 
vision, declared that during the firs 
three months of this year the Prudentia} 
had written two and one-half times the 
number of cases and one and a 


half 
times the volume of group insurance 
written during the same period last 


year, a total which exceeded the total of 
the entire 1923 production in this line 


Urges Personal Contacts 


In closing the morning session, Wij- 
lard I. Hamilton, vice-president and 
secretary, urged all delegates to re. 
member that successful selling de. 
pended upon personal contacts, for 
agents were not selling a commodity 
but an idea and a service; that the Pru- 
dential was a policyholders’ company, 
which was owned and operated for their 
benefit. All Prudential men were trus- 
tees acting in their interest. All super- 
intendents and managers should remem- 
ber that they were individually respon- 
sible for the success or failure of all 
agents in their territories, for if they 
were trained and taught properly and 
given assistance and encouragement 
when they needed it, every one of them 
was bound to succeed not only for the 
glory of himself but of the company and 
the business he represented. 


RATES HAVE BEEN EQUALIZED 


Action of the Acacia Mutual Life Has 
Received Much Comment from 
the Fraternity 


WASHINGTON, ‘April 15.—The 
movement of the Acacia Mutual in de- 
creasing its premiums*to the net rate 
up to age 40 has attracted wide atten- 
tion. Secretary William Montgomery 
explains that this action tends to equal- 
ize the American Experience table 
which in his opinion puts the premiums 
unduly high on the younger ages. The 
Acacia starts with a 10 cent loading at 
age 40 and adds 10 cents a year. The 
company has been readjusting its 
agency contracts for the last two years 
in view of the recent action in decreas- 
ing rates. Commissions are predicated 
on volume of business rather than pre- 
miums. 

The Acacia Mutual had a _ banner 
month in March, exceeding all monthly 
records. 


Joins Lincoln Liberty Life 
C. E. Burton, formerly agency super- 
intendent for the American Old Line of 
Lincoln, has recently been appointed 


field superintendent for the Lincoln Lib- 
erty Life. 


Plan Series of Outings 


The $100,000 Club of the New World 
Life of Spokane, Wash., is planning 
three outings to be held at Hayden 
Lake, Ida., Alexandria, Minn., and La- 
Crosse, Wis. The first meeting will be 
for the delegates from Washington, 
Oregon, California, Idaho and Montana 
and will be held Aug. 20-22. Delegates 
from Minnesota, North and South Da- 
kota will meet Aug. 27-29 and the Wis- 
consin meeting will be held Sept. 24. 


Life Notes 
Rudolph Rohlfe, vice-president and di- 
rector of the Guaranty Life Co. and the 
Security Fire Insurance Co. of Daven- 
port, lowa, died this week following an 
illness of two weeks. He was 70 years 
old. 


Edmund Strudwick, Jr., vice-president 


of the Atlantic Life and a son of the 
president of the company, recently 
underwent an operation for removal of 
his appendix at a Richmond hospital 


He is now convalescent. 

Herbert M. Vandervoorst, auditor for 
Robert I. Brown, a coal dealer of New 
York City, admitted embezzling eleven 
thousand of his employers money i0 
order to pay two annual premiums on 
seven hundred thousand of life insur- 
ance. 
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LIFE INSURANCE EDITION 



























































BUSINIESS-GETTING 

































































James Elton Bragg of Manhattan Life 4 
Gives Some Suggestions to Agents on *~ | 





Use of a Definite Plan in Soliciting’ 


agents, the Manhattan Life has 

inaugurated a policy of furnishing | 
them with a series of complete selling | 
plans, illustrating concrete successful 
methods of selling special kinds of | 
modern life insurance service. 

In an editorial in the March issue of | 
“Manhattan Life,” Vice President James | 
Elton Bragg develops the truth that 
salesmanship, after all, is a form of 
self-expression. Like all effective self- | 
expression it depends upon four funda- | 
mentai principles. The medium of ex- | 
pression—that is, the words, illustrations | 
and methods used—should be adapted | 
(1) to the salesman himself, (2) to the | 
person or group of persons addressed, | 
(3) to the idea to be expressed, and 
(4) to the particular occasion when it 
is to be expressed. 


Definite Plan for 
Selling Insurance 


\ S a new and valuable service to its | 


| 
| 


Applying these principles to the prob- 
lem of using a definite plan for selling 
life insurance, Mr. Bragg says: 





“First of all, your words, illustrations 


|and methods must be adapted to your 


own personality. In order to express | 
yourself effectively, you must first be 
yourself—speak naturally in the words 
that have become a part of your person- 
ality. You cannot use your friend’s 
words, but you can take the thought- 
content of his words and with his sell- 
ing plan as a model, you can work out 
a selling method which will be effective 
for you because it is yours. 


Methods Must Be Adapted 
to the Needs of Prospects 


“Second, your words, illustrations and 
methods, must be adapted to the pros- 
pect or group of prospects to whom 
you are presenting life insurance. You 
must use words and illustrations that 
your prospect can understand. There 
is an old Latin maxim that you might 
keep in mind; it is known to scholars 
as Quintilian’s standard of clearness. 
Roughly translated into the language of 
life insurance selling, it is as follows: 
See to it—not that your prospect shall 





understand your proposition—but that 
misunderstand 
| words and illustrations which are nat- | 
ural mediums of expression for you— | 








JAMES ELTON BRAGG 
Vice-President Manhattan Life 





but which also ‘tie in’ with the indi- 
vidual prospect’s knowledge and expe- 
rience. 

“Third, your words must be adapted 
to the idea you seek to express. Your 
words must be so clear that your idea 
will shine through them. Success in 
salesmanship does not depend upon twi- 
light effects. Try to develop a habit of 
precision in expressing your ideas; it 
will pay you in any line of work. 

“Fourth, your words and methods 
must be adapted to the occasion. One 
prospect may be your friend, who wants 
to hear what you have to say and who 
offers no resistance to your explanation 
ot a life insurance plan. Another pros- 
pect may be a stranger who resists your 
presentation. The same idea would 
probably be expressed to these prospects 
in different ways. The essence of the 
proper response to the niceties of each 
occasion is tact—and tact is an asset in 
any business. 

“Many salesmen know the life insur- 
ance business thoroughly, but they are 
not successful because they cannot or- 
ganize their knowledge in the presence 
of the prospect, and present their ideas 
clearly and forcefully. They have failed 


| to work out effective ways of present- 


ing their propositions.” ; 
For this reason the Manhattan Life 
is presenting this series of tested selling 











its business has been 


PENNSYLVANIA 
UTAH 


IDAHO 
IOWA 
OKLAHOMA 








Assets $25,900,000 


written by its own agents. 





LET THE BANKERS LIFE BE YOUR BANKER 


SOUTH DAKOTA 
KANSAS 
ILLINOIS 
WYOMING 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 


OREGON 
DISTRICT OF COLUMBIA 


BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Insurance in Force over $109,000,000 


Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 
For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 


Thirty-eight years of successful and conservative management have resulted in financial statements and individends to 
policyholders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to 
erect the superstructure. 

If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


OPPORTUNITIES ARE OPEN FOR PRODUCERS, GENERAL AGENTS AND SUPERVISORS IN THE FOLLOWING STATES: 


OHIO 
WASHINGTON 
WEST VIRGINIA 
MISSOURI 
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In Four Years 


The National Savings 
Life Insurance Company 


—made an average annual gain in their paid for business 
of ever 110%. 

— increased their assets nearly 200%. 

—increased their net reserve over 300%. 
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$4,941,752.00 

° $10,153,092.00 
Operating in Kansas, Illinois, Missouri, Arkansas and Texas. 

The “National Savings Life” is one of the young progressive 
Western Companies which offers the producing agent unusual 
opportunities. . 

For full particulars, get in touch with our nearest branch office— 

or write direct to the Home Office 


NATIONAL SAVINGS 


JUy tl Tle 
INSURANCE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


ST. JOSEPH, MO. 
DALLAS, TEXAS 
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Branch Offices 
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LITTLE ROCK, ARK. 
ST. LOUIS, MO. 
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Life Insurance 
Sales Training Course 


Men contemplating entering life insurance work 
are invited to make application. Our Spring School 
opens April 15th. Classes will be held in evenings. 


Applicants should be between 25 and 45, of fair 
education and clean record. 


Those who complete our intensely practical 
course will be offered contracts and assistance until 
success is actually achieved. 


A nominal charge for text books will be made. 


S. T. Whatley 


General Agent 


Etna Life Insurance Company 


Suite 2043 230 S. Clark St. 
CHICAGO ILLINOIS 























plans which have been used in the actual 
work of selling life insurance in various 
territories and to prospects of different 
types with uniformly successful results. 
They have proved that they will “work” 
if a salesman will make them his own— 


develop skill in presenting. them to pros- 


pects in accordance with the principles 
of self-expression. 


Must Develop Skill in 

Use of a Method 

Mr. Bragg says: “Let us emphasize 
the fact that no method will ‘work’ for 
you unless you are willing to develop 
skill in its use. There is no easy road 
to success in any field. No method will 
work magic for you. A definite plan is 
just a tool. You must learn to use it, 
and in the beginning you must expect 
to ‘muff the ball’ now and then. Babe 
Ruth might show you how to use his 
bat, but you would never become a 
regular home-run hitter unless you had 
mastered the Babe’s method.” 

Printed attractively as a_ brochure, 
“Organized Dollars, a Plan of Personal 
Finance” is one of these tested plans 
embodying a typical life insurance pro- 
gram—a “sample” of the kind of serv- 
ice an insurance salesman can render 
his client. 


Prospect Must Be Willing 
to Listen to Argument 


As the first problem of the approach 
is to make the prospect willing to hear 
about life insurance and anxious to see 
the particular “goods” offered, “Organ- 
ized Dollars” is primarily intended to 
furnish something definite and tangible 
to show the prospect—something to 
arouse and stimulate his interest. It is 
not so important to get him to buy the 
particular program shown him as a 


| “sample,” but it is important that the 


“sample” make him interested in the 
salesman’s “line.” 
The next problem is to gain the pros- 


pect’s confidence, which can be won by 


| presenting him with a dignified “sample” 


of the service he can expect to receive. 

The third problem of the approach is 
to overcome “stage fright.” The prob- 
lem vanishes if the salesman has a 
definite proposition in writing—with 
which he is thoroughly familiar—to 
hand to the prospect. 


Some Suggestions Given 
for the Approach 


Mr. Bragg offers these few sugges- 
tions about using “Organized Dollars” 
as an approach: 

“Approach the prospect with ‘Organ- 
ized Dollars’ in your hand. As you near 
his desk, open the brochure to the chart, 
lay it before him and say: 

“(1) Mr. Prospect, does your program 
look like that? Or 

“(2) Mr. Prospect, this is a working 
drawing of a complete ‘house of protec- 
tion.’ Does your house look like that? 


r 
“(3) Mr. Prospect, this is the way the 
shrewdest business men in America are 
planning their life insurance estates. 
Will you please look it over? Or 
“(4) Mr. Prospect, 50,000,000 people 
carry life insurance, but only a few of 
them have a plan like this. 
“Remember, the aim of your approach 
is to get his interest in your goods—to 
get the opportunity to tell your story.” 


What Is Included in 
Complete Presentation 


A complete selling presentation of 
any article or plan will include (1) a 
simple explanation of the plan, (2) a 
vivid description of what the plan will 
do for the prospect and his family, 
(3) a summary of the large benefits of 
the plan, and (4) a statement of what 
the prospect must pay for the plan. But 
always let him know first what the plan 
will do before telling him what it costs. 
Never quote a price until you have made 
him want the “goods.” 

“After you have made your approach 
and aroused your prospect’s curiosity, 
say to him: 

“Mr. Prospect, let me show you the 





whole plan. Even though yoy 
never buy another policy as long as you. 
live, these ideas are worth money to 
you.’ ? 

“Then explain to him that ‘Organize 
Dollars’ is the outline of an actual case, 
Begin on Page 1 and read the whole 
story to him. Read with emphasis ang 
expression—not in a mechanical, sing. 
song way. As you read the story, make 
such comments as may aid you in inten. | 
sifying his interest in life insurance. 

“When you have read the last para 
graph, close the brochure, and then say; 

““Mr. Prospect, it would give you g 
lot of satisfaction to have such a play 
for your wife and children, wouldn't jt? | 

“He may say, ‘Yes.’ If he does, seff 
him the program. 

“He may say, ‘No.’ If he does, ask 
him what kind of a plan he does want— 
and then sell him what he wants. 

“He may say, ‘I can’t afford it.” If 
he does, ask him how much he can saye 
toward maintaining a home for his wife 
and children. Then sell him a play 
which he can afford to buy. 


Common Sense Used 
in the Interview 


“Use common sense. If he displays 
unusual interest in any one policy before 
you have finished reading the whole 
story; if, for instance, he begins to in- 
quire about the educational policy in 
such a way as to lead you to believe that 
he is already interested in buying an 
educational fund for his son—close your 
brochure—and concentrate upon selling 
him the policy he wants. 

“In other words, do not insist upon 
reading all of ‘Organized Dollars’ to him 
if he is ready to be closed before you 
finish your presentation of the entire 
plan. 

“Remember, the primary purpose of 
‘Organized Dollars’ is not to sell the 
particular program which it embodies, 
but to aid you in getting an application 
for a policy of some kind. You can 
always go back to the prospect—aiter 
he has bought one policy—and tell him 
about the other policies he needs.” 

The plan outlined in “Organized Dol- 
lars” comprises five ordinary policies: 


Clean-up Fund 
Educational Fund 
Educational Fund 
Income Policy (A) 
Income Policy (B) 


The “Clean-up Fund” is simply an 
ordinary life policy made payable in a 
lump sum to the insured’s wife to pro- 
vide her with cash to pay doctors’ bills, 
funeral expenses, unpaid taxes, etc., and 
furnish her with a little “ready money” 
during her period of readjustment. 


Tells the Provision of 
Educational Fund 


The educational funds of $2,000 for 
each child provide that each child on 
becoming 18 will receive a monthly al- 
lowance of $44.44 over a period of four 
years—that is, from 18 to 22—during 
the “college period.” b 

Income Policy (A) provides the wife 
with a guaranteed monthly income 0 
$50 for 20 years after the death of 
the insured. Income Policy (B) is ex- 
actly like Policy (A) except that it has 
the “Continuous Feature,” which guar- 
antees the wife an income of $50 a 
month for as long as she lives. 4 

By Policies (A) and (B), each oi 
which provide an income of $50 a 
month, the insured’s wife is assured an 
income of $100 for 20 years—enough to 
furnish the necessities of life for the 
family until the children are grown and 
able to take care of themselves. If the 
wife lives more than 20 years after the 
death of the insured—at which time the 
children will be grown and self-support- 
ing—the “Continuous Feature” of Policy 
(B) will furnish her with a monthly 
income of $50 for the remainder of her 
life. 

Thus, every likely contingency is pro- 
vided for by incomes absolutely guaran- 
teed to the beneficiaries. 





